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An outstanding example 
of bank preparation for 
the Seventh War Loan: 
Continental Illinois Na- 
tional Bank and Trust 
Company of Chicago 


NEEDED : $14 BILLION . . . Banking heeded the armed forces’ appeal, went into action 
(See IN THE TREND OF BANKING .. . Page 3) 


This Issue 
On the Soil Front. ..sy tHe reverat reserve BANK OF CLEVELAND 
A Rate Guide for Bank Merchandising...s,p.c. armanino 
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Give your bank’s checks the advantages of 


THE BEST-ANOWN NAME IN PAPER 


The advantages of 
Hammermill Safety 


PRESTIGE. Your customers know and 
respect the Hammermill name. When 
you use Hammermill Safety you link 
the prestige of your bank with the 
prestige of the best-known name in 
paper. 

PROTECTION. Hammermill Safety 
shows instantly any chemical or 
mechanical alteration. Because it is 
the safety paper made complete 





in one mill, every protective fea- 
ture is under scientific control 
through every step of the manufac- 
turing process. 


SATISFACTION. Your customers will 
appreciate Hammermill Safety be- 
cause it is easier to write on, takes 
pen writing without feathering or 
scratching, and because it has the 
quality to give dignity and impor- 
tance to their checks. 


Hammermill Safety is available in 


Hammermill Paper Company, Erie, Pennsylvania 


seven pleasing colors and a variety 
of surface designs. If you would like 
the Hammermill Safety sample book, 
just mail the coupon. No obligation. 
No salesman will call. 





Hammermill Paper Company, 
1503 East Lake Road, Erie, Pa. 


Please send me—free—a copy of your 
Hammermill Safety Sample Book and a copy 
of “BUSINESS CHECKS—Their Proper Plan- 
ning and Design.” 


Name__ 





Position 





(lease write on, or attach to, your bank letterhead) 


BCH-Jan 
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LETTERS 





Public Relations 


Srmrs: We enclose a pamphlet dis- 
tributed to the bank employees of Mon- 
mouth County by the Public Relations 
Committee of Monmouth Chapter, Ameri- 
can Institute of Banking. 

The pamphlet contains excerpts from the 


TO 


BETTER PUBLIC RELATIONS. 





chapter “Our Banks and the Public” of 
the A. I. B. textbook “An Introduction to 
the Study of Banking.” An accompanying 
letter recommends the reading of the 
chapter in its entirety as well as the other 
chapters of the book. The letter also 
stresses the importance of good public rela- 
tions, particularly at this time in the his- 
tory of chartered banking. It concludes: 
“‘Remember in the eyes of the people with 
whom you come in contact, you are the 
bank.” 
C. Epwarp TILTon, (Chairman, 
Public Relations Committee, 
Monmouth Chapter, A. I. B.), 
Vice-president, Central National Bank, 
Freehold, New Jersey 
* ’ * 


Photomural 


Strs: We thought the photograph of 
President Chester C. Davis pointing to the 
photomural recently installed in the 
Federal Reserve Bank of St. Louis might 
be of interest to your readers. 

The photomural is just outside Mr. 
Davis’ office. It covers the entire wall 
area at the end of the corridor and gives 
an illusion of great distance. The scene is 

















picturesque and typifies Mr. Davis’ interest 
in agriculture. 
Oscar J. SMOLKA, 
Kaufmann & Fabry Company, 
Photographers, Chicago 5, Illinois 
¢ > 


Home Institutes 


Srrs: The final enrollment figures for 
our Home Planners’ Institute (The 
Burroughs Clearing House, December, 1943) 
were approximately 450. 

Our institution was not primarily con- 
cerned with the national promotion of this 
idea’ as were our co-sponsors, the West 
Coast Lumbermen’s Association and the 
Western Retail Lumbermen’s Association. 
As a result the National Retail Lumber- 
men’s Association, 1017 Rhode Island 
Avenue, Washington, D. C., have adopted 
the program for national development. It 
is my understanding that institutes have 
been developing in more than 125 cities 
and many are outstanding successes. 

HuGu E. Rosson, 

Equitable Savings and Loan Association, 
Portland 4, Oregon 
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Air-Minded 


Strs: Enclosed is our newest check. 
This was designed because people here- 
abouts are becoming more and more air- 
minded. The check carries illustrations of 
various aircraft from balloons to the glider 








and the DC-3. We stopped with the DC-3 
because that seemed to mark the beginning 
of the modern era in which changes have 
come so rapidly that it would be impracti- 
cal to keep up with them. The checks were 
ready for Aviation Week in Boston. 
Raupu M. Eastman, Vice-president, 
State Street Trust Company, 
Boston, Massachusetts 
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Farm Credit File 


Strs: We have been informed in such 
enthusiastic terms about the article “For 
Better Data on Farm Borrowers,”’ which 
was written by C. A. Hemminger of the 
New York State Bankers Association and 
published in your April issue, that we 
should like a copy for this office. 

P. M. Mu.uiken, Executive 

Secretary, National Retail 
Farm Equipment Association, 
Hotel De Soto Building, . 
St. Louis 1, Missouri 





—— 


Ninn ier areas <a AR 


Ee 








ee 










The Chase offers correspondents a well 
rounded service in this type of investment. 
Inquiries from banks will receive the per- 


sonal attention of experienced officers. 


Bond Department 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 
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In the TREND of BANKING 








Banks and the Seventh 
(See Cover) 


Judging from early indications, many 
banks are surpassing all previous war bond 
promotion efforts, in behalf of the current 
Seventh War Loan campaign. 

In recognition of this support, the June 
cover illustration features not only the 
official appeal by the nation’s military 
leaders for financial backing, but also a 
symbol of banking’s response in the form 
of a close-up of war bond selling activity 
at the Continental Illinois National Bank 
and Trust Company, Chicago. 

Continental’s promotive displays for the 
Seventh War Loan drive extend the length 
of its first floor, or an entire city block. 
Using the theme, ““Your Bonds Buy ...... 
Buy and Keep War Bonds,” the bank has 
installed photographic blow-ups on the 
center aisle columns in its savings depart- 
ment, showing various types of equipment 
and materiel war bonds purchase. This 
colonnade leads to the focal point of the 
Seventh War Loan display in the center of 
the lobby floor, which is flanked on one 
side by the war bonds counter and on the 
opposite side by the war stamps counter. 

A Continental promotion folder, with 
comparative descriptions of the eight issues 
in the war loan basket, contains a graph 
showing the investment yield of these 
issues in relation to the interest pattern 
curve of outstanding taxable Government 
securities. 

War loan symbol. As a notable contri- 
bution to the drive, Bank of the Man- 
hattan Company in New York has pre- 
sented to the Marine Corps an impressive 
three-dimensional replica of the flag raising 
atop Mount Suribachi on Iwo Jima. This 
25-foot tableaux, hand-sculptured of fiber 
pulp, reproduces the famous photograph 
in full color and represents one and a half 
months of labor on the part of twenty 
craftsmen. 

During the drive the statue will have 
an effective setting at one end of the main 
corridor of the bank building, and later it 
will be transferred to a Marine base. 
Formal presentation was made by F. 
Abbot Goodhue, president of Bank of the 
Manhattan Company. 

The National Association of Mutual 
Savings Banks and the U. S. Savings and 








In Our July Issue 


The 
FEDERAL RESERVE 
in WORLD WAR II 


By 


GOVERNOR 
M. S. SZYMCZAK 


Member, Board of Governors, 
The Federal Reserve System 























Bank of the Manhattan Company presents giant flag-raising symbol 


Loan League have accepted national quotas 
of $175,000,000 and $150,000,000, respec- 
tively, for sales of Seventh War Loan 
securities to individual investors. In both 
instances, this represents an increase over 
Sixth War Loan quotas. 

Savings banks of Massachusetts are 
sponsoring a Military Equipment Caval- 
cade, which is traveling through the State, 
giving two-hour performances in all cities 
and towns where savings banks are located, 
to stimulate Seventh War Loan response. 

These examples, selected at random 
throughout the country, serve to empha- 
size that banks and other financial institu- 
tions are still in the front line trenches 
when it comes. to war bond campaigns. 

. - . 


Public Debt Implications 


Bankers and economists are both giving 
increasing study to the possible conse- 
quences to financial institutions of the ever- 
mounting debt, and they emphasize the 
imperative need for skilful debt manage- 
ment. 

In discussing the subject at a recent 
symposium for correspondent banks, Vice- 
president Paul B. Kelly of The Anglo 
California National Bank of San Francisco 
told fellow bank officers: ‘“‘It is desirable 
for everyone to understand the significance 
of this debt burden because the manner in 
which it is managed will directly and seri- 
ously affect all of us. However, it is 
essential for bankers to have a sound under- 
standing of its significance, for it has be- 
come the dominating factor in their future 
prospects.” 


Reduction far off. Simeon E. Leland, 
chairman of the board of the Federal 
Reserve Bank of Chicago and chairman of 
the Department of Economics of the 
University of Chicago, sees little likelihood 
that the national debt will be substantially 
reduced during the next generation. He 
points out that to pay off a $300,000,000,- 
000 debt in thirty years would require an 
annual charge of about $13,395,000,000, 
whereas the cost of carrying the same 
amount of debt would be approximately 
$6,000,000,000. He predicts a preference 
for the lower tax bill, especially since a 
reduction of taxation is being urged to 
stimulate post-war business activity. 

In view of the improbability of debt 
reduction, Mr. Leland states: ‘““The skilful 
handling of the public debt is imperative 
to the maintenance of our national credit. 
Interest must be paid faithfully as prom- 
ised. Individuals who care to redeem 
bonds must be paid as the bond contracts 
have stipulated. At maturity issues must 
be refunded and if interest rates decline, 
conversions must be effected. These oper- 
ations must be carried on as parts of a 
consistent fiscal policy, appropriate to the 
various phases of the economic cycle 
through which the nation will be passing. 
Wise debt management thus involves more 
than the payment of interest or the reduc- 
tion of principal. It is more comprehensive 
and more important than either. Debt 
management is an important tool of fiscal 
and monetary policy available for use in 
shaping the national economy. Let us see 
that it is wisely used.” 

Threat to banks. The importance of 
this to individual banks is perhaps more 
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FOREIGN REMITTANCES 


Banks with or without Foreign 
Departments are invited to uti- 
lize this Bank’s special facilities 
for commercial and benevolent 
payments abroad, and for the 
drawing of drafts under the 
Bank’s protection. 

Our 35 years’ experience is avail- 
able for assisting banks to estab- 
lish or extend their remittance 
service, and we are prepared to 
furnish complete information re- 
garding money transfers that can 
be made now to Allied, Neutral 
and Liberated Countries. In- 
quiries for detailed information 
are welcomed, 


Main Office: 37 Broad Street 


Member: New York Clearing House 
Association, Federal Deposit Insurance 
Corporation 
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sharply brought into focus by a bulletin, 
“The Public Debt and the Banks,” issued 
by Dean John.T. Madden, Director of the 
Institute of International Finance of New 
York University. This bulletin raises the 
possibility that the government may 
attempt to alleviate the debt burden at 
the expense of the banks, and explains that 
the following policies could be instituted: 
1. Reliance by the Treasury on a larger 
floating debt than at present and shorten- 
ing maturities and lowering the rate of 
interest of securities which find their way 
into the hands of the banks; 2. Issuance of 
special securities to banks, with or without 
interest, in exchange for maturing obliga- 
tions; 3. Levying special taxes on the banks. 

The consequences to banks and the 
national economy of each of these steps 
are analyzed, and the bulletin also dis- 
cusses whether such measures are war- 
ranted. The conclusion reached is that an 
effort to alleviate the debt burden at the 
expense of the banks or through other un- 
orthodox measures is likely to create more 
problems than it solves and to result in 
serious economic difficulties. 


+ ° 


Check Routing Symbol 


Use of a new check routing symbol to 
facilitate bank transit operations is being 
recommended by the Federal Reserve 
banks and the A. B. A. Bank Management 
Commission. 

The plan contemplates making the rout- 
ing symbol the denominator of a fraction 
to be printed in the upper right-hand corner 























* x 
—SPECIALISTS IN— 
United States Government 
Securities 
Guaranteed Issues 
Federal Land Bank and Other Agency Issues 
Territorial Bonds Municipal Bonds 
C. J. DEVINE @ CO. 
48 Wall Street, New York 5, N. Y. 
Chicago + Boston + Philadelphia + Pittsburgh + Cleveland 
Cincinnati «+ St.Louis «+ San Francisco 
Direct Wires to all Offices 
* * 




















of the check. It would be placed under the 
A. B. A. transit number assigned to the 
drawee bank, which would constitute the 
numerator of the fraction. For example: 
55 — 146 = A. B. A. transit number 
312 = routing symbol 

Meaning of digits. The routing symbol 
is composed of three or four digits. In 
the case of three-digit symbols, the first 
numeral designates one of the Federal 
Reserve districts which are numbered 
1 to 9. 

The second numeral designates the 
Federal Reserve Bank or branch serving 
the territory in which the drawee bank is 
located; the figure 1 stands for the head 
office in each instance and branches are 
indicated by figures 2 to 5, while figures 
6 to 9 are reserved for special collection 
arrangements. 

The third digit indicates availability 
after receipt by the designated Federal 
Reserve Bank or branch. Figure 0 indi- 
cates that the item will be given immediate 
credit; also that the check is payable in a 
Federal Reserve City or drawn on a bank 
which has arranged for immediate avail- 
ability for its checks. Figures 1 to 9 indi- 
cate that the items will be given deferred 
credit, and also designate states, parts of 
states, or certain cities. 

Four-digit symbols have the same mean- 
ing as three-digit symbols except that the 
first two digits designate the 10th, 11th, 
or 12th Federal Reserve Districts. 

Large cities first. The routing symbol 
will be introduced first in the thirty-six 
Federal Reserve Bank and branch cities; 
later a letter and booklet explaining the 
system will be mailed to all banks, and the 
symbols will be included in the A. B. A. 
numerical key book. 

It is claimed that use of the routing 
symbols will aid banks in speeding up the 
sorting and routing of checks by simplifying 
the operation, and will shorten the time 


| required for presentation and payment of 


items. The symbols will be assigned only 
to those banks whose items are collectible 
through the Federal Reserve banks. 

It is not recommended that present 
stocks of checks be discarded, but that the 
new symbols be specified on future supply 
orders. However, check printers state 
that the addition presents them with a 
sizable problem involving changing of 
plates, and also will represent a consider- 
able expense to the banks. 
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$500,000 for Long-Term 
Soil Conservation Loans 


A most interesting development is under 
way at St. Joseph, Missouri, where the 
banks have allocated $500,000 for long- 
term loans to finance soil improvement 
and erosion control practices. 

One of the main barriers which has pre- 
vented farmers from adopting soil con- 
servation measures has been the financial 
problem involved. Ordinarily, to finance 
such improvements it has been necessary 
to borrow on a short-term basis against 
current collateral, which means that the 
loans must be repaid out of current operat- 
ing funds for benefits which would be 
realized only over a period of years. 

The result has been that the farmer with 
no reserve fund has usually made no move 
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United States Government Securities 


A Service for Portfolio Managers 


For more than 25 years we have been dealers 
in United States Government Securities. The 
facilities of our Bond Trading Department are 
available to portfolio managers and we are 
prepared to offer suggestions regarding the 


composition of Government Bond portfolios. 











-Collection of Par and Non-Par 
Checks 


Servicing Loans to Brokers and 
Dealers 








Collection of Notes, Drafts, 
Coupons, Matured Bonds and 
Other Items 





Transfer of Funds, Remittances 
and Domestic Money Orders 





Credit Information 


Participation with Correspondent 
Banks in Loans to Local 
Enterprises 





Dealers in United States Govern- 
ment, State and Municipal 
Securities 





Investment Information 





Commercial Paper Purchases 








Receipt and Delivery of Securities 
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A Partial List of Bankers Trust Company Services to Banks 


Safekeeping of Securities 





Consultation on Pension and 
Profit-Sharing Plans 





Co-Paying or Exchange Agent, 
Co-Transfer Agent or Registrar, 
and Co-Depositary 





Trust and Reserve Accounts 





International Trade and Foreign 
Banking Facilities 
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BANKERS TRUST COMPANY 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 








In writing to advertisers please mention The Burroughs Clearing House 
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We Know 


AMERICA 


‘© Branches. of this: bank have been established in 
South America for over a quarter-century—today 
serve 18 of the principal.cities..Our Managers speak 
the language, know the people and enjoy wide and 
friendly business contacts. Their specialized knowl- 
edge is at the disposal of any bank seeking to serve 
its own customers better in the South American field. 
Inquiries are invited and should be addressed to 


Business Development Department 
New York Agency, 68 William Street 


Branches in: Argentina Brazil British Guiana 


Colombia 


Peru 


_ Uruguay Venezuela 


st also in British Honduras, Cuba, Haiti, Dominican 
a‘ ; Republic, Puerto Rico, and the British West Indies. 


THE ROYAL BANK OF CANADA 


' HEAD OFFICE— MONTREAL 


Business Link with Latin America since 1899 
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NORTH DAKOTA 
MINNESOTA 
MISSOURI 













SOUTH DAKOTA 
KANSAS * IOWA 
x NEBRASKA 


PROVIDING INVESTMENT CAPITAL 


"The West North (entral States 


No long since the stamping 
ground of the Indian and the 


buffale, the West North Central 
States now occupy a pre-eminent po- 
sition as the granary of the nation, 
and have become increasingly impor- 
tant in its industrial development. 

Settled by virile peoples from the 
Old World—with limited resources 
but great courage—farms were 
wrested from the prairies, towns and 
cities were built. Funds for required 
public improvements, and for much 
of the industrial progress of the 
West North Central States came, of 


necessity, from older sections. In 
this transfer of funds, the facilities 
of investment organizations such 
as our own have been an important 
factor, bringing together deserving 
borrower and conservative lender. 


Over the years, Halsey, Stuart & Co. Inc. 
has made a substantial contribution to the 
progress of the West North Central States. 
It has participated, as an original under- 
writer in over 400 separate bond issues 
totaling over $1 billion, of selected munici- 
palities and corporations located in that 
Section. 


HALSEY, STUART & CO. INc. 


CHICAGO 90, 123 S. LA SALLE STREET - 


NEW YORK 5, 35 WALL STREET 


AND OTHER PRINCIPAL CITIES 











In writing to advertisers please mention The Burroughs Clearing House 


toward soil conservation, and even farmers 
having the necessary resources have hesi- 
tated to tie their money up for such long 
periods of time. 

Out of credit pool. To meet this prob- 
lem the St. Joseph banks have earmarked 
the $500,000 for soil improvement loans, 
out of a $7,500,000 credit pool set up in 
March to assure adequate business financ- 
ing. According to F. L. Ford, president 
of The First National Bank and president 
of the St. Joseph Clearing House Associ- 
ation, a committee has been appointed to 
work out the details of the plan so that 
the terms of the farm loans can be length- 
ened and still be satisfactory to the lending 
institutions. 

Apparently, it is contemplated that 
farmers will obtain the loans from the 
individual banks, and if the banks so 
desire they can turn them over to the 
credit pool to carry, under the soil conser- 
vation allocation. 
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Banks and Credit Bureaus 


A broad program of education is said to 
be in process among the 1,300 local credit 
bureaus comprising the Associated Credit 
Bureaus of America. It is designed to gear 
their services even more precisely to the 
needs of banks in the post-war economy. 

This move is looking toward a very 
definite expansion in reciprocal business 
between the banks and credit bureaus. 
A heavy volume of G. I. loan applications 
is expected to be a contributing factor in 
the bank demand for credit bureau service, 
along with an increase in home and install- 
ment loans. 

Similarly, credit bureaus, anticipating a 
sharp upturn in consumer credit demand 
following the war, are expecting to rely 
even more heavily upon the facilities of 
their local banks, according to Thomas W. 
Parry, speaking for the Associated Credit 
Bureaus of America. He states: “Bank 
references, always a ‘must’ in preparation 
of credit reports, will assume greater 
significance in view of population shifts 
and other factors which will attend the 
post-war period of adjustment.” 

Massachusetts plan. A tangible ex- 
ample of increased co-operation between 
banks and credit bureaus is found in 
Massachusetts, where a new plan has been 
developed for handling credit references 
for merchants. It is pointed out that all 
banks have been burdened more or less by 
telephone and mail inquiries from business 
concerns, mainly retail stores, asking for 


‘credit information about present or pro- 


spective customers. To eliminate this and 
still serve the business community, the 
new arrangement is to have such inquiries 
handled through the Merchants Credit 
Bureau. Forms in triplicate will be made 
out in the store where credit is sought, and 
then will be forwarded to the Credit 
Bureau. Two of the copies will be passed 
along to the bank given as reference, which 
will be asked to fill in the required data 
and return one of the copies promptly, 
retaining the other. 

In announcing the plan, the Massa- 


’ chusetts Bankers Association declares: 


“Of course, the success of the service must 
depend upon prompt co-operation. It is 
believed the time required will be less than 
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To War Veterans 
* 


This Bank will greet the returning war veteran as a man 
not as a problem. The veterans will be given friend- 
ly understanding, accurate information, experi- 
enced counsel, and direct assistance. 


$s 0: ictal ib begin ech sw. capris ees aurtaae’ ww 
sponsibitities ter beth the veteron ond the banker 


Many veterans will leave the service with comporotively lange checks rep 
resenting accumulated pay or ‘with whstanticl amounts of savings. The men of the 
armed torves have been consistent purchasers of Wor Bonds ot o rate close to 10% 
of Army ond Navy payrolis, 


Whet wonder then thot mony veterans wil! be soger to enter upon enterprises: 
for which they have tremendous enthusican but little experience ond Hmited abitity. 
Some will be wilting to gamble their ccoumuloted sovings in an attempt to moke o 
peoce-time reolity of o fox hole dream. 


And, untortunately, there will be people reody to toke the veteran ond his 
money for o “ride” which hos for its destination heartache, disillusionment, bittemess, — 
ond debt. There will be people reody to sel! him certain service stations, lunch counters, 
Qrocery stores ond taverns, radio shops end tourist cabins, which never did and never 
could moke o living tor anyone. Too, there will be those who point for the veteran 
alluring pictures ot profits to be made in speculctive schemes. 


And there will be those who will urge the veteron fo buy run-down fanms, 
unproductive land, and poor cottie. And there will be those who will offer him homes 
ot flimsy construction and infleted volue, at a time when homes are scorce. ; 


And alt propositions to the veteran will not come from the rocketeer, swindler 
or cheat. There will be honest men who will offer him what they sincerely believe to 
be good business ventures and sound reo! estate deais,—proposats which expert examin- 
ation, however, may show to be undesirable or of little volue. 


The bankér knows obout these ventures. He is in @ position to seve the vet 
eran untold griet as well as precious dollors. In many cases the best service the bonker 
can pertorm tor the veteran is fo dissuade him trom buying on abandoned term, or from 
buying o house before he has ¢ job that will enable him to maintain it, or trom buying 
@ business until he knows how to operate it. 


in a great number of cases, veterans will need In- 
formation and counse! more than credit! if credit Is 
needed, this bank will gladly extend it to any veteran to 
finance him on any venture that will benefit him. 

For the present, @ special committes, oti of whom ore veterans of World Wer 
1, trom our Boord of Directors, will administer the activities of this Bonk under the G, 1. 
Bit ot Rights. Later, it is aur plan to have this Oeportment operated by veterans — 
former employees, upon their return from active service in the armed forces, We ap 
proach this tosk with worm sympothy and understanding ond with o genuine desire to do. 


everything possible to assist the vateran in re-establishing hirnselt in the tite of the com 
rrumity. 


A member of epplications ter G |. loons hove slreody been mesived by wa, ond 


we extend © cordial invitation te omy veteran of Wot Wor I! te call on os mow te per 
somalty disewss hte plans. 


* 
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Has attracted nationwide comment 


that required on telephone inquiries direct 
from stores, and the bank will have in its 
files a copy of its statement so there can 
be no misrepresentation or misquotation.” 

The plan is the result of two years’ study 
and experimentation by committees from 
the Retail Credit Association, the Mer- 
chants Credit Bureau and the Massachu- 
setts Bankers Association. 


* ° ° 


An Ad Worth Studying 


Once in a while there comes along an 
advertisement that “clicks” to such a 
degree that it attracts nationwide com- 
ment. 

In the financial field, no other bank ad 
in recent months seems to have gained the 
attention accorded to “A Frank Message 
to War Veterans,” inserted in local news- 
papers by The Liberty Trust Company, 
Cumberland, Maryland. It is utterly un- 





pretentious as to layout, but the copy is 
so straightforward and obviously sincere— 
the bank’s desire to see that the returning 
veteran gets a fair deal is so genuine—that 
the advertisement makes a deep impression. 

The ad has been cited by Chester R. 
Davis, chairman of the A. B. A. Committee 
on Service to War Veterans. It has been 
publicized by the Financial Advertisers 
Association. Favorable comment has been 
received from Administrator Frank T. 
Hines of the Veterans Administration, and 
W. Randolph Burgess, A. B. A. president. 
One Pittsburgh bank has distributed 500 
copies of the ad to all of its correspondent 
banks. It was virtually reprinted in full 
by the weekly bulletin of the New York 
State Bankers Association, and twice men- 
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tioned in Prudden’s Digest. A number of 
banks have requested permission to_re- 
produce the ad or use material from it, and 
congratulatory letters have been received 
from many other financial institutions. 
The Liberty Trust Company has had 
3,000 copies reprinted for local distribution 
to parents of veterans and the veterans 
themselves, and from time to time will 
rerun the ad when the occasion warrants. 


« « ° 


Using a ‘‘Nose for News’’ 


**A Smash Hit on Broadway” or “Turning 
an Evil Deed into Good Advertising” are 
the titles suggested for -a report of an un- 














The First National Bank 
of Chicago 


Statement of Condition March 20, 1945 


ASSETS 


Cash and Due from Banks, . ° 


-$ 402,330,817.98 


United States Obligations — Direct and fully Guaranteed, 


Unpledged, " ‘ ‘ a 


$826,965,880.70 
Pledged—To Secure Public Deposits and 


Deposits Subject to Federal Court Order, 336,541,088.46 








To Secure Trust Deposits, . ° 29,053,761.25 
Under Trust Act of Illinois, . e 537,483.83 1,193,098,214.24 
Other Bonds and Securities, e ° ‘ ‘ - 107,913,269.26 
Loans and Discounts, . ‘ . ° e ; - 390,041,693.80 
‘Real Estate (Bank Building), ° ° A ° 3,682,102.41 
Federal Reserve Bank Stock, < ‘ . 3,000,000.00 
Customers’ Liability Account of pecan ee ; ‘ 1,677,423.71 
Interest Earned, not Collected, . % ‘ . ‘ 3,543,809. 13 
Other Assets, e ° e ° e ° e 646,624.57 
$2,105,933,955.10 


LIABILITIES 


Capital Stock, e ° : ° 
Surplus, ° é > 
Other Undivided Profits, ‘ P 


Discount Collected, but not Earned, 


Dividends Declared, but Unpaid, 
Reserve for Taxes, etc., ‘ 6 
Liability Account of Acceptances, 


Time Deposits, . ° ° - $ 
1,368,121,057.50 


Demand Deposits, P ‘ ° 
Deposits of Public Funds, . " 


Liabilities other than those above stated, .° 


MEMBER FEDERAL OCEPOSIT 


-$ 50,000,000.00 

50,000,000.00 

3,026,596.88 

762,691.81 

2,000,000.00 

° 9,347,257.74 

. . : ° 1,837,763.03 
259,452,494.78 


361,385,888.75 1,988,959,441.03 





204.61 
$2,105,933,955.10 
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usual incident which recently befell The 
Franklin Society for Home Building and 
Savings, New York City. The point of 
primary interest to other financial institu- 
tions is how the Society displayed “‘a nose 
for news”’ in preparing a story for the press, 
and how it turned an unfortunate incident 
into goodwill-building institutional pub- 
licity. 

Strolling by the Society’s quarters at 
217 Broadway in the early hours one 
morning, an unprincipled individual suc- 
cumbed to the temptation presented by a 
display of currency in one of the windows. 
With the aid of a heavy wire trash basket 
he shattered the glass and made off with a 
frame containing $312 in currency. How- 
ever, it so happened that the exhibit con- 





THE BURROUGHS CLEARING HOUSE—June, 1945 


sisted of counterfeit bills with numerous 
defects, and “genuine” bills printed only 
on one side; it was an educational display 
loaned to the Society by the U. S. Treasury. 

Slanting the news. The institution 
realized that window breaking is seldom 


looked upon as news by city editors, and © 


that to capitalize on the incident from a 
publicity standpoint it would be necessary 
to play up some feature that would appeal 
to the public interest. 

“Thus, our story for the newspapers was 
written upon the premise of holding the 
thief to ridicule,” recounts Robert J. 
Christensen, assistant secretary of the 
Society. “The idea now had news value 
and immediately clicked with the city 
editors and rewrite men on the newspaper 
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CONSUMER CREDIT FINANCING 
IN THE STATE OF WASHINGTON 


To manufacturers and distributors contemplating market- 
ing their products on the Pacific Coast, this bank, with 35 
banking offices covering the State of Washington offers a 


complete financing plan. 


An average of one family out of every two in the State of 
Washington—a total of 270,000 customers, use some 
service of the Seattle-First National Bank. 


Our Consumer Credit department will welcome inquiries 
about our complete financing plan for installment credit 


sales. 


The Largest of Many 
Excellent Banks 





Northwest 


in the gi & 


35 banking offices 
conveniently located 
in the State 
of Washington 


SEATTLE-FIRST NATIONAL BANK 


Vain Offiee — Seattle 
and. Kastern Division — Spokane 


Spokane 








staffs.” “‘He Wuz Robbed” the New York 
American captioned its article. When 
offered in this vein the story was readily 
accepted also by the Associated Press and 
the United Press and appeared from coast 
to coast in their subscribing newspapers. 
The NBC and Blue broadcasting systems 
picked up the release and put it on their 
networks. 

Lesson in thrift. A common theme in 
most of the news items was that there is 
no “easy road to riches.” William J. 
Dwyer, president of The Society, was 
quoted as emphasizing that “systematic 
savings is the only dependable way to 
acquire wealth.” 

Skilful handling brought a great deal 
of publicity to The Franklin Society, where- 
as unimaginative treatment would have 
buried the incident insofar as the news 
columns were concerned. 


e « 


Idea for Coin Display 


A timely bank exhibit linked with the 
United Nations Conference, featuring a 
display of the coins of all twenty-one Pan 
American Republics, attracted attention 
in the lobby of the head office of the Anglo 
California National Bank, 1 Sansome 
Street, San Francisco. 

The coins were mounted under plate 
glass on a hand-painted map of the Pan 
American countries. The map showed 





Linked with international conference 


also the principal products of each country. 
Above the map were silk flags of the 
twenty-one republics, and below it their 
coats of arms. Some of the coins displayed 
were minted in Spain for use in the Latin 
American countries while they were still 
Spanish colonies. 


° * ° 


NABAC Launches Bank 


Research Program 


With the decision to embark upon 
several interesting study projects, the 
research program of the National Associ- 
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service to advise members promptly of any 
special information regarding such matters 
as taxes, wage stabilization, wages and 
hours, etc. 

The research group has numerous other 
projects in mind, but believes that the 
committee members should not be over- 
loaded with too ambitious a program at 
the outset. 


Sf o o 


Card for Overdrafts 


A form which is found to be very helpful 
in the handling of overdrafts has been 
devised by The North Jersey Trust Com- 
pany, Ridgewood, New Jersey. It is the 
5-by-8-inch card illustrated on page 10. 

When a check is presented for payment 





Bank auditors and comptrollers lay plans for research program* 





ation of Bank Auditors and Comptrollers 
is now under way and the results promise 
to be of value to all banking institutions. 
Preliminary plans for the program were 
first announced last fall at the association’s 
annual meeting. 

Specific details were formulated at a 
recent meeting of the research committee 
at the Chicago headquarters of the associ- 
ation. Members will work with a new 
permanent secretary of the committee 
in bringing the studies to fruition. 

One subcommittee will prepare a step- 
by-step cost accounting procedure which 
individual banks both large and small can 
readily follow, leaving out any phases which 
may not be applicable to them. The study 
at present will cover commercial and sav- 
ings departments, and eventually will be 
extended to trust departments. 

Another project will be on the subject 
of accounting and auditing for small banks. 
A third will study the original basis for 
FDIC assessments, and seek to determine 
whether changes are indicated. 

Central research file. The research 
committee has also decided to establish at 
the headquarters office a central file in 
which will be compiled material relating 
to operating procedures, for dissemination 
to association members when they request 
information. 

In addition, a separate reference file is 
to be set up on defalcations: how they 
occurred, how they were detected, and 
what preventive measures should have 
been taken. Pertinent information of this 
nature which a subcommittee decides 
should be made available to the member- 
ship at large will be distributed in con- 
fidential bulletin form. 

Via the National Auditgram, the research 
committee proposes to establish a bulletin 
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Understanding 
Institutional 


Requirements 


We offer to institutions the results of 
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years of experience in helping to meet 


the special requirements of this type 


of investor. 


Because of our nationwide facilities 


and knowledge of comparable security 





values and markets, our Institutional 


Department is utilized by many or- 


Mii TO 


ganizations in all parts of the country. 


We cordially invite you to take ad- 


vantage of these services. 





*Seated, left to right: O. A. Waldow, comptroller, 
National Bank of Detroit; John C. Shea, president, 
N. A. B. A. C., and assistant vice-president, Whitney 
National Bank of New Orleans; Harold E. Randall, 
vice-president, The First National Bank of Boston; 
Richard C. Huelsman, comptroller, Central National 
Bank of Cleveland; O. B. Lovell, comptroller, The 
First National Bank of Madison (Wisconsin); Wil- 
liam J. Buehler, assistant comptroller, Williamsburgh 
Savings Bank, Brooklyn; Charles C. Looney, comp- 
troller, Harris Trust & Savings Bank, Chicago. 
Standing: J. William Massie, comptroller, Republic 
National Bank of Dallas; Ernest L. Stucker, cashier, 
National Bank of Tulsa; Herbert Elkland; William 
Widmayer, comptroller, Guaranty Trust Company 
of New York; Ben N. Jenkins, first vice-president, 
N. A. B. A. C., and assistant vice-president, The 
First National Bank and Trust Company, Oklahoma 
City. Not present: Oscar G. Schalk, comptroller, 
Mercantile - Commerce Bank and Trust Company, 


MERRILL LYNCH, PIERCE, FENNER & BEANE 


Underwriters and Distributors of Investment Securities 
Brokers in Securities and Commodities 


70 PINE STREET NEW YORK 5, N. Y. 
Offices in 87 Cities 
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against insufficient funds, the card is made 
up for the account showing the name, 
address and telephone number of the 
maker of the check. The date, the amount 
of the check and the ledger balance are 
also indicated on the card, along with the 
name of the payee. 

This card, together with the check, is 
then presented to the officer or clerk in 
charge of returns, for disposition of the 
item. The officer denotes on the card, by 
initialing it in the proper space, whether 
the check is to be returned or paid, and 
whether the account is to be charged for 
this service. There is also a column in 
which the officer can add remarks concern- 
ing the account, for instance, to the effect 
that the customer will be in the next day 
with a deposit, or could not be reached by 
phone, or that the item is to be charged to 
another account, etc. In addition, space 
is provided for notation if a letter is written 
to the customer regarding the account. 

Gives past record. When the card is 
presented to an officer, he has a complete 
record of how the account has operated in 
the past as to NG checks. It brings his 
attention to the habitual overdrawer, and 
he can take action accordingly. 

As to checks that are presented without 
signature, “‘sent wrong” items, etc., they 
are described on the same form, which is 
headed up, “‘Miscellaneous,”’ and given to 
the proper officer for disposition. 

“We have had several inquiries about 
the form since we put it into use,”’ states 
Oscar T. Conner, vice-president and secre- 
tary of The North Jersey Trust Company, 
“and submit it to you for vour considera- 
tion as being a helpful record to bring to 
the attention of bankers throughout the 
country.” 





aw ° ° 


A Look at the Floor Under 
Farm Prices 


Bankers as well as farmers are keenly 
interested in what may happen to agricul- 
tural prices after the war. A special Mis- 
souri Bankers Association bulletin sum- 
In writing to advertisers please mention The Burroughs Clearing House 
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REMARKS CHG. 


Form for recording account history regarding NG checks 


marizes the significant facts concerning 
Government supports for farm prices in 
language that can readily be understood. 

The bulletin covers Federal loan and 
purchase provisions relating to the so- 
called “‘basic commodities, Steagall com- 
modities, and other commodities.” There 
is also some indication as to the reliance 
that can be placed on these price supports 
in the future. 

The association’s Post-War Planning 
Committee has designated a subcommittee, 
headed by W. M. C. Dawson, cashier, 
Citizens Bank, Grant City, to bring to the 
attention of member banks information 
likely to be helpful in managing these 
institutions in the post-war period. The 
report on “Government Support for Agri- 
cultural Prices” is a part of this program. 


te 


Successful Seminar 


Other A. I. B. groups may be interested 
in the experience of the Detroit Chapter 
with its Seminar on Bank Management. 
It was with certain misgivings that the 
educational committee in Detroit decided 
to sponsor the six-meeting seminar for the 
purpose of giving senior employees a 
broader and more complete picture of bank 
management problems. The committee 
feared that in these war-filled days the 
attendance would not warrant such a pro- 
gram, despite the fact that the Detroit 
banks offered to pay the enrollment fees 
for employees attending at least four out 
of the six meetings. 

Everyone connected with the venture 
was completely surprised by the response. 
There was a total enrollment of 539 for the 
seminar, and an average attendance of 450 
at the meetings. The results indicated a 
definite desire on the part of senior bank 
people to extend their knowledge beyond 
their jobs and their particular depart- 
ments. One key to the success of the 
program was the fact that the speakers 
were drawn from the ranks of Detroit’s 
foremost bankers, well known throughout 
the country for their knowledge of loans, 
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investments, operations, and principles of 
bank management. 

Whereas the course was not designed to 
give a technical knowledge of the problems 
presented but to provide a general cover- 
age of each subject, the response indicates 
that more technical discussions of the vari- 
ous phases of banking will be held in the 
future. 

e Gt - ie 


Obtaining G. I. Business 


To date a large share of the mortgage 
financing activity under the G. I. loan 
regulations has come from the savings and 
loan associations and co-operative banks. 

One of the latter institutions which has 
done a particularly thorough selling job in 
this connection has been the Middlesex 
Co-operative Bank, Lowell, Massachusetts. 
An accompanying advertisement pertains 
to one phase of its program, the sponsoring 
of a G. I. Forum designed to spread a better 
understanding of the rights and benefits 
available to veterans. The Middlesex 
institution has also offered its facilities to 
the American Legion several nights a 
month, so that Legion representatives as 
well as officers of the bank can meet with 
the returned veterans and assist them in 
their financial and readjustment problems. 

New rate for veterans. Recently the 
directors passed a resolution extending the 
4 per cent rate on mortgages, as specified 
in the G. I. Bill, to existing mortgage loans 
of borrowers who are now serving or have 
served in the armed forces during the 
present war. The Middlesex institution is 
said to have been the first in the country 
to take this step, and a great many letters 
of appreciation have been received in reply 
to the announcement. 

Over and beyond its G. I. activity, the 
Middlesex Co-operative Bank has done an 
outstanding job of selling its services. In 


G.1. LOAN CLINIC 


LIBERTY HALL MEMORIAL AUDITORIUM 
THURSDAY, APRIL 26, 1945 — 7.30 P.M. 


OPEN FORUM MEETING 


1 Ath VETERANS OF WORLD WAR 1 warced sonoat fY DOFS THE GOVERNMENT LEND MONEY To THE 
Perea sa the boecwng of beers? VETERANS TO BUY HOMES? 

i WHAT VETERANS ARE ELIGINLE FOR G1 LOANS: 

ML HOW LONG WILL THE BENEFITS OF CL HOME V CAN THE VETERAN BUILD A HOME OR MUST HE 
LOANS BE AW AILABLE. TO THE VETERAN? BUY ONE ALREADY @ULT? 





TWESE ANU MANY OTHER QUESTIONS WILL AE ANSWERED SY 
GEORGE R. GLENDENNING Simca: ano numer 
“The G. 1. Bill ond ite Effect on the Community” 
JOHN H. BURKE New EROLARD FOR AMMGRICAD LECIOM 
"Tied G. 1. Bill ond The American Legion” 
W. C. McCLELLAND ETOCS ADMARUTRATION OFFICE 
GET THE WHOLE STORY of the G.I. BILL of RIGHTS 


CALL OR WRITE THIS BANK FOR AN INVITATION TICKET NOW 
Admiasion By \nvitation Ticket Until 7:15 P.M. After 7:15 Open To Public 


MIDDLESEX 


CO-OPERATIVE BANK 


10 HURD STREET 





For a better understanding 


spite of the fact that it is in an area that 
has had but little new realty development, 
its 52nd annual statement disclosed mort- 
gage loans of $2,372,771 out of total 
resources of $2,810,175. Last March was 
the biggest month in the bank’s history, 
exceeding by 25 per cent the next largest 
month in the amount of new loans obtained. 

















MARCH 31, 1945 
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RESOURCES 


Cash and Due from Banks. . . . . . .$ 266,166,511.50 
U.S. Government Securities . $911,698,881.79 
State and Municipal Securities 41,202,917.13 
Other Bonds and Securities. 13,335,022.71 966,236,821.63 
Loans and Discounts . oe ae Ree 
Earned Interest Receivable . 





Ser ae se 3,470,983.62 
Customers’ Liability under Acceptances . 
Qe SoC See Se ee eee 711,329.80 
er Teas a Ss ea 5,683,314.98 
Vaults, Furniture and Fixtures . . .. . 1,448,925.71 
Pe TE aa i Fe a ae 96,276.23 . 





TOTAL ....... . . « « $1,446,289,977.98 


LIABILITIES 


Capital . . . . . . . $24,000,000.00 
Surplus . . . . . . .  26,000,000.00 


Undivided Profits. . . . 8,000,000.00 $ 58,000,000.00 
Reserves for Contingencies, Interest, 
Taxes, Dividends . 





le aac eh ak Pig pe 17,427,395.18 
Interest Collected—Unearned . . . .... 415,315.57 
Acceptances and Letters of Credit Liability . 715,329.80 
Guboe Ligkiinibe iii. 93. ee iS 129,362.54 


Deposits—Time . . . . $475,397,757.65 
Se 894,204,817.24 1,369,602,574.89 


TOTAL. . «+ $1,446,289,977.98 





Kx 


United States Government and other securities carried at $149,051,254.77 are pledged to 
secure U.S. Government, War Loan Deposits of $104,887,423.21 and other public funds 
and trust deposits and for other purposes as required or permitted by law. 
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I. would take a lot of checks, 
placed end to end, to extend halfway around the world 
at our latitude—a distance of 10,155 miles. But our 
Transit Department, working with maximum speed 
and efficiency in its daily transactions, handles this 
great volume of business in av average year. 


Because of what our correspondents say of our 
methods of operation, we feel that the miles of checks 
handled by our Transit Department are also milestones 
of achievement for The Philadelphia National Bank. 


We will always be glad to discuss possible corre- 
spondent relationships, and will do so informally if 
you prefer. 


THE PHILADELPHIA 
NATIONAL BANK 
The Oldest and Largest Bank in Penrsyloania 


PHILADELPHIA 1, PA. * ORGANIZED 1803 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Bankers and farm representatives at Federal Reserve sponsored soil conservation meeting, Canton, Ohio 


A FEDERAL RESERVE CAMPAIGN 





On the Sow FRont 


Helping the country banker to take the lead 
in programs to rebuild local soil resources 


rebuilding and maintenance of 

soil resources constitutes one of 
the greatest challenges to post-war 
agriculture, the Federal Reserve Bank 
of Cleveland, in co-operation with the 
agricultural colleges of the fourth dis- 
trict, has launched a comprehensive 
program of assisting country banks in 
their important role in this movement. 

The program is directed particularly 
toward country banks, but city banks 
too are being asked to join the work, 
for without question, both rural and 
urban prosperity are dependent upon 
productive soils. 

The role of country banks in the 
gigantic task of instituting soil im- 
provement where soil deterioration has 
existed for many years is clearly evi- 
dent. In essence, the soil conservation 


Benxi on the conviction that the 


By . 


THE FEDERAL RESERVE 
BANK OF CLEVELAND 


Cleveland 1, Ohio 


movement is an educational program, 
and country banks, by virtue of their 
key positions at the financial crossroads 
of the community, are especially fitted 
to help carry on the work. The value 
of the advice and counsel of the coun- 
try banker has long been recognized 
among farm people. 

In view of this public trust, the 
country banker should consider a per- 
sonal knowledge of soil conservation 
matters as almost a prerequisite. 

Not only should the country banker 


inform himself, but he should also 
take an active part in promoting all 
agencies whose major job is to dissemi- 
nate soil conservation information. 
He may, for example, come to grips 
with the educational problem by 
assisting in the formation or operation 
of a soil conservation district. These 
farm organizations currently represent 
the action phase of co-operative soil 
conservation. By any measuring stick 
they are democratic “grass roots” 
organizations and worthy of the pro- 
motional efforts of banks wherever 
they exist. 

In addition to the educational work 
in which banks may assist materially, 
there is a second important function 
for which they are probably better 
fitted than any other lending agency, 
the credit function. The definition of 








LIMING SOILS 


“| With Major Emphasis on Rented Farms 


by 
EARL JONES 


Department of Agronomy * 
and 
J. lL. FALCONER 





of Rural E and Rural Sociology 


. 
Ohio State University 








Booklets distributed by the Cleveland Reserve 
Bank at the meetings with country bankers 
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at its office im 


POR VALUE RECEIVED, on or before 
and severally promise(s) to pay to the order of 





since ahemereiomenntapwhatiegrtisineiig’ SCMingaive 





19. nwy the undersigned jointly 








wy the principal sum of 
Dollars (3. ) in install- 





ments as hereinafter provided, with interest from the date hereof at the rate of 0... owe per centum (..........%) 
per annum on the unpaid principal som, interest being payable semiannually on the ............. eg ge See ON 
BING coc scevnces nencenee'-opr vento OH CCH year, both principal and interest being payable in lawful money of the United States. 


The principal sum is to be paid in the following installments: 
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RECOMMENDED PAYMENT SCHEDULES 
Although any arrangement of payments may be drawn up to meet the requirements of individual cases, the fol- 








lowing schedules are ded by the A P 
Pennsylvania State College, and West Virginia University. They are based on the fact that benefits from application of 
liming materials are not realized immediately, but accrue gradually over a period of years. 

Schedule No. 1 is recommended for grain farming; No. 2, for livestock farming. 


Twenty percent at the end of the first year 
Twenty percent at the end of the second year 
Twenty percent at the end of the third year 
Twenty percent at the end of the fourth year 
Twenty percent at the end of the fifth year 


of Ohio State University, University of Kentucky, 


SCHEDULE 2 
No payment at the end of the first year 
Twenty-five percent at the end of the second year 
Twenty-five percent et the end of the third year 
Twenty-five percent at the end of the fourth year 
Twenty-five percent at the end of the fifth year 





Special promissory note prepared by The Reserve Bank for liming 
loans; also recommended payment schedules 


The banker is advised to study soil cortservation methods, and take an active part in promoting them 


this function and the discussion of 
ways and means of fulfilling it are an 
important part of the present program 
of the Cleveland Federal Reserve 
Bank. 

This program consists of a series of 
local meetings with country bankers 
in all parts of the fourth district. There 
seems to be no» better way of por- 
traying the country banker’s credit 
‘function in the soil conservation pro- 
gram than to describe a meeting typi- 
cal of the series now being sponsored 
by the Reserve Bank. 

The usual meeting has representa- 
tives from about thirty banks in 
attendance. These bankers custom- 
arily represent three or four counties. 
Also in attendance are the county 
agricultural extension agents and the 
soil conservation service representa- 
tives from the counties involved. It 
is a dinner meeting and, consequently, 
does not interfere with banking hours, 
and is held in some central location to 
minimize travel. 

During the dinner hour, the bankers 
in attendance have an opportunity to 
discuss farm problems with their 
county agents or soil conservation 
service representatives. 


At the conclusion of the dinner, the 
informal meeting is opened by a repre- 
sentative of the Federal Reserve Bank, 
who explains that the meeting is 
designed to throw light upon ways and 
means whereby country banks may 
assist in the soil conservation move- 
ment. These ways and means, it is 
explained, have both an agronomic 
and economic aspect. 

To discuss the latest information in 
these fields, representatives of the 
State College of Agriculture are intro- 
duced. (Since all meetings held thus 
far have been in Ohio, this description 
will concern the data presented by the 
representatives of the College of Agri- 
culture, Ohio State University.) 

Because the necessary conservation 
work is basically a problem of soils and 
crops, the first speaker is an agrono- 
mist. He points out that the inherent 
productivity of Ohio soils has been 
declining for many years and that the 
decline has experienced an acceleration 
during the war period. It is shown, 
by reference to printed releases pre- 
pared especially for the meeting, that 
the average soils of the State of Ohio 
declined three-fourths of 1 per cent in 
natural productivity in 1944. 


The speaker states that, in order to 
obtain this “‘productivity balance,” it 
is necessary to consider several fac- 
tors —factors, incidentally, which are 
of first importance to every farmer who 
wants to maintain the productivity of 
his soil. It is also shown that all of 
the factors concerned may be given 
point values, and the productivity 
balance for any area—a field, a farm, 
a county or a state —may be computed 
thereby. 


CORN, for example, when grown as 
grain or silage, decreases the produc- 
tivity of the soil by 2.0 per cent. 
Potatoes, tobacco and sugar beets also 
have a minus 2:0 rating, and oats, 
wheat, barley, rye, and buckwheat 
have a rating of minus 1.0. Soy beans, 
as hay or seed, (straw not returned) 
haye a.rating of minus 0.5 per cent. 
These crops, it is pointed out, are the 
major soil-depleting crops in Ohio. 

To balance these depletions, it is 
necessary to grow soil-improvement 
crops which also can be evaluated on 
a percentage basis. Alfalfa, for in- 
stance, increases the productivity of 
the soil by the end of its first hay year 
by 2.5 per cent. Mixed clovers and 














THE BURROUGHS CLEARING HOUSE—June, 1945 





RAY M. GIDNEY, 
president 








WILLIAM H. FLETCHER, 


vice-president 





JAMES B. ANDERSON, 
assistant cashier 


15 


PHIL S. ECKERT, 
agricultural economist 





Youngstown, Ohio, meeting. At speakers table, left to right: J. C. Hedge, agricultural agent; Prof. G. W. Miller, farm management 
specialist, Ohio State University; Phil S. Eckert, Ray M. Gidney, president, and George C. Brainard, chairman of the board, Federal 
Reserve Bank; O. C. Croy, extension supervisor, and Prof. Earl Jones, agronomist, Ohio State University; Floyd Lower, agricultural agent 


Federal Reserve officials behind the project, and another example of a local meeting with country bankers 


timothy, as hay or pasture, have a 
productivity rating of plus 1.5 per 
cent, and the common clovers, as hay 
or pasture, have a productivity rating 
of plus 2.0 per cent. Also included in 
this method of appraising the yearly 
movement of inherent soil productivity 
are values for manure and fertilizer 
application, and the extent of erosion 
present. 

The portrayal of these facts by the 
agronomist at the meeting fulfills two 
objectives: (1) a clear description of 
the rapidity of soil decline in the State, 
and (2) the presentation of mathe- 
matical data by which country bankers 
may use soil maintenance as a factor 
in establishing credit policy for farmers. 


T° picture the readjustment in farm- 

ing in the Buckeye State which 
must be made, the agronomist shows 
the changes in the cropping pattern 
necessary to put soils on what he calls 
a “rebuilding basis.” The following 
table summarizes his statements on 
this necessary readjustment. It will 
be noted that, in 1943, there was twice 
as much soy bean acreage as desirable 
to meet the rebuilding objective. The 
major portion of the soy bean acreage 





reduction is to be compensated for by 
a considerable increase in the total 
acreage of sod crops. 


Per cent of Rotated Farm Land 


TYPEOF CROP 1929 ©1939 1943 “Rebullding 
Soy beans 08 7.6 13.0 . 62 


Total intertilled 342° A S25). BS 
Total small grains 30.6 278 25.9 268 
Total sod crops 344 305 286 40.1 


According to the Agronomy Depart- 
ment of Ohio State University, to 
establish the appropriate acreage of 
sod crops in Ohio requires the applica- 
tion of large quantities of lime. Soils 
in most parts of the State are deficient 
in lime to the extent that alfalfa and 
clover mixtures will not grow satis- 
factorily. The necessity for lime is so 
great that it is safe to say its applica- 
tion to the soils of Ohio is one of the 
most important soil conservation prob- 
lems now facing farmers of the 
State. 

For the State as a whole, the De- 
partment of Agronomy .has recom- 
mended an application of between 
30 and 35 million tons of agricultural 
limestone. This application is merely 
to bring the reaction of the soils of 


the State to the point where they will 
grow legumes satisfactorily and there- 
by bring about the needed increase in 
sod crops. 

Assuming that the cost of applied 
lime averages about $3 per ton, the 
application of the recommended ton- 
nage involves an expenditure of about 
$100,000,000. On an average, this 
amounts to a little more than $1,000,- 
000 in recommended lime expenditure 
per county. However, the great bulk 
of the need is in the eastern section of 
the State where sandstone and shale 
soils predominate, and hence the 
expenditure in the eastern counties 
would be considerably greater than 
the average. In some counties, it will 
take as much as $5,000,000 to restore 
the soil to its proper lime content. 

Thus, the need for lime is pointed to 
as one of the conservation require- 
ments which may necessitate credit. 
Undoubtedly, there is a credit function 
involved despite the fact that in 
recent years farmers have had good 
incomes, of which they have saved 
part in the form of larger checking and 
savings accounts and in the form of 
war bonds. There seems every reason 

See SOIL FRONT—Page 44 
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lhe CorPoRATION- 


Bank Relationship 


is said to be a rather unusual 

policy of insisting that our rela- 
tionships with banks shall be mutually 
profitable, and of taking whatever 
steps are necessary to make them so. 
As a result it has been suggested that 
I review the practices of our organiza- 
tion in. dealing with banks. 

About six years ago, two conditions 
existed which led to the formation of 
a fairly definite policy with respect to 
banking practices. The Company’s 
cash balances were low, following an 
extended period of plant construction 
and business expansion. It was at 
that time that I first became directly 
concerned with service charges, work- 
ing balances, float transfer and a few 
more of the terms which applied to a 
concern having approximately fifty 
depository banks scattered across the 
country. Six years ago, also, gasoline 
for the wandering motorist was plenti- 
ful and I started out to call on six 
New England banks to find out what 
it was all about from the point of view 
of the depository bank. 

Five of the banks visited are used 
for deposit only, by the local ware- 
houses. They include the Industrial 
Trust Company, Providence, Rhode 
Island; The Hartford-Connecticut 
Trust Company, Hartford; and three 
banks in Massachusetts, The Appleton 
National Bank of Lowell, the Worces- 
ter County Trust Company, Worces- 
ter, and the Springfield National 
Bank, Springfield. Under our practice 
these banks transfer to our New York 
bank, by check once each week, the 
excess over a fixed balance. By vary- 
ing the amount of the fixed balance it 
is possible to establish an average 
collected balance adequate to reim- 
burse the bank for its services. 

I called also at The First National 
Bank of Boston, whére we have both a 
deposit account and an imprest fund 
account (checking account). The de- 
posit account is handled in the same 
way as those in the outlying banks, 
with the excess of a given balance 
being transferred to our New York 
bank. The imprest fund is used for 
all payments —salaries, wages and in- 
voices —from the New England Divi- 
sion. Because of the greater activity, 


Oi: Company has developed what 





By 
PP. H. LITTLEFIELD 


Vice President-Treasurer, Canada Dry Ginger Ale, incorporated, 
New York 17, New York 


Friendly co-operation with banks... with insistence 
on adequate compensation for services rendered... 
is a definite policy of the writer’s organization 





Mr. Littlefield, who reviews his methods of working with banks . . . 


the sum of the balances of the deposit 
account and the imprest fund is used 
to determine the adequacy of our 
deposit at The First National Bank. 

The first call on my tour of New 
England furnished the key to the policy 
which has been followed ever since. 
A courteous greeting by one of the 
bank’s vice-presidents, and an ex- 
change of pleasantries concerning the 
weather and business in general, was 
followed by an expressed hope by the 
banker that we were pleased with the 
service which the bank rendered. I 
assured him that everything was favor- 
able from the point of view of the 
Company, but I really wanted to know 
how the bank felt about the relation- 
ship. I pointed out that our organiza- 
tion was doing a considerable amount 
of business in the locality and the 


bank was the only connection not 
directly related to the sale of our 
products. Therefore, the reason for 
my call was to find out if.we were 
good customers of the bank. Specifi- 
cally, was our account a profitable 
one? 

The bank officer called for an analy- 
sis of our account and it showed that 
the average balance was such that a 
profit was earned in some months but 
in other months the account lost 
money. There was a notation on the 
bottom of the analysis card that the 
service charge has been waived on the 
authority of one of the officers. The 
vice-president hastened to tell me that 
the bank considered our account suf- 
ficiently desirable so that small charges 
were waived in the expectation that 
balances would be increased at some 
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Bank Officer (named) 
Locel Bank named) 
City, State 

Dear Sir: 


transactions. 


easily able to perform. 


and helpfulness. 


average ledger balances. 
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CANADA DRY GINGER ALE, INCORPORATED | 
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Me 


100 EAST FORTY-SECOND STREET 
NEW YORK 17, N. Y. 
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February 6, 1945 


Periodically it is the custam of this Company to write to the banks with 
which it has accounts, independently of the requirements of business 
This letter is intended to continue that practice. 
of the nature of our ectivities, our local bank operations are limited to 
contacts between our local offices, our local employees and the courteous 
and efficient service which the banks are able to render to us. 


Because 


\ 


The policy of this Company requires that this relationship be mtually 
satisfactory. Under no circumstances do we expect benks to provide us 
with a service for which they are not adequately campenssted. 
we do not expect to ask of the banks any service which they are not 


Likewise, 


This sounds rather formal; however, the purpose of this “letter is to 
insure for the Company and for the bank that relationship between Canada 
Dry Ginger Ale, Inc., and the bank which will be one of mutual respect 

Specifically, this letter is a request that you review 
the status of our account to determine whether or not the activity and 
cost of handling the account is in line with the return derived from the 
Should there be any differences which you wish 
tw call to our attention, will you please let us know, and also, please 
include any suggestions which you may have concerning the procedure we 
can follow requisite to meeting local requirements. 





P.. H. tlefie¥da 
Vice President-Treasurer 





. . and a specimen of the letter he sent fo about 80 depository banks 


future date. I am sure that he was 
surprised when I pointed out that the 
practice of the bank in waiving service 
charges was in conflict with the policy 
of the Company in dealing with banks, 
and I explained to him why this was so. 

It was perfectly in order for the 
bank management to decide upon a 
policy which would waive small in- 
curred service charges (the local Clear- 
ing House regulations permitted such 
a practice). However, I pointed out, 
the bank employees in the bookkeeping 
or analysis department might not be 
using the same measures of rating the 
Company as the bank management, 
and our continued failure to maintain 
adequate bank balances might lead to 
adverse feeling and even comment by 
the bank organization concerning our 
products and our Company. Bank 


employees are not supposed to discuss 
customer accounts but the prestige of 
our products would definitely suffer if 
any of the bank employees were un- 
favorably impressed by our banking 
practice and relationships. 

I told the bank officer that our in- 
vestment in local operation, and par- 
ticularly the advertising which we 
were doing in the city and its surround- 
ing areas, was very important to us and 
we did not wish any bank official or 
any bank employee to have any basis 
for looking upon our bank relationship 
with any degree of disapproval. The 
arrangement should, therefore, be one 
in which we were charged for the full 
cost of the service which we received. 
Thus I told the vice-president that we 
would expect to be charged for any 
computed loss due to account activity, 


17 
or thal we would increase our bank 
balance so that it would be a profitable 
one. I stressed again the fact that our 
Company was in business in his city 
and that we expected the bank to look 
upon us as a profitable customer in the 
same way that we hoped all of the 
bank officials, bank employees and 
everyone else in the city would be 
customers profitable to us. 

My experience during that call 
determined the nature of my discus- 
sions with other bank officers. In some 
cases the bank officers were on the 
defensive, as a result of their experi- 
ences in handling some accounts. How- 
ever, I am sure that the trip was well 
worthwhile because I learned how 
bankers felt about our Company and 
because I was able to acquaint at 
least a few bank officers with our policy 
of mutual profitableness. 


URING each call I was asked to re- 

view the various schedules used for 
computing service charges. There was 
some variation in the rates for such 
items as the deposits, local and out- 
of-town checks, mailing of duplicate 
deposit slips to our cashier, miscel- 
laneous services such as transfer of 
excess funds to New York, etc. In 
addition to that, the banks were using 
different earnings credit allowance 
rates. I was told that some banks 
adopted schedules recommended by 
the bank auditors, some rates were the 
result of Clearing House agreements, 
and some rates had been worked out 
by the bank officials. The variations 
were not very great, and in only one 
or two instances where the charge 
seemed high for some special item, such 
as transfer to New York, have we 
raised any question. In those cases 
we have changed the method of trans- 
fer to a practice more nearly in line 
with the banks’ requirements. 

We have never changed banks be- 
cause of their service charge regula- 
tions, the reasoning being that this 
Company wants the banks to be satis- 
fied in every way with our account and 
if we ask the banks for service we wish 
to reimburse them on their terms. It 
is more important to us to have a 
bank pleased with our relationship in 
every particular than it is to the bank 
to have our Company as a depositor 
at any price. 

The number of bank accounts of our 
organization has grown so that we 
now have about eighty depository 
banks. In only a few cases will I have 
a chance to meet the officers of these 
banks, although in every such instance 
I assure the bank that we wish the 
connection to be mutually desirable. 
In lieu of personal contacts, and to 
make our policy clear to all of our 
correspondent banks, a short time 
ago we sent them a letter of explana- 

See BANK RELATIONSHIP—Page 48 
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ANKING is now entering a new 
B era where consideration should 

be given to serving a larger sec- 
tion of the public than before. Recent 
social trends and economic changes in 
American life, particularly large war- 
time shifts of population, offer a new 
mass market for a wide variety of 
banking services. Like any other busi- 
ness, banking can best approach this 
new market by applying the principles 
of merchandising. 

We feel that one of the best fields in 
which to sell additional banking serv- 
ices is to the customers already com- 
ing into the bank. It would be short- 
sighted for a men’s clothing establish- 
ment to have a customer purchase a 
new suit and stop at that sale, without 
offering some suggestive selling to the 
effect that he can also buy his shoes, 
shirts and other men’s wear in that 
same store. 

Thousands of new customers have 
been brought into our bank following 
the installation of special checking 
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A Rate Gur for 
bank Merchandising 


By 
D. C. ARMANINO 


Assistant Cashier and Assistant Secretary, American Trust Company, 
San Francisco, California 


The bank has assembled in a single reference source 


descriptive information and the rates covering 100 


services for which a charge is made. 


This has aided 


contact employees in their dealings with customers 


accounts in March, 1942. Many of 
these accounts were opened by war 
workers who never had a checking 
account before. Now we have more 
than 52,000 active accounts in that 
group. Today such customers are not 
only using their special checking ac- 
count and perhaps a savings account, 
but are also coming in for safe deposit 


MONTHLY PAYMENT LOAN SERVICES 








boxes, drafts and money orders. After 
the war they will be prospects for 
home financing and many other serv- 
ices. 

One of the fundamentals of mer- 
chandising is to have the salesmen 
fully posted on the merchandise which 
they are to sell. When one goes to a 
railroad or bus office and asks for a 
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A. T. MATTHEW, assistant vice-president, explaining charge to customer 


Use of the Rate Guide avoids misunderstandings and errors 


ticket, the agent flips over the pages 
of a printed guide and states promptly 
what the cost of the trip will be. If 
you ask an insurance man about cover- 
age for your house or automobile, he 
pulls a little book out of his hip pocket 
and tells you exactly what the insur- 
ance will cost. But when a bank 
distributes rate information about its 








= 


each with. 


2%Se for 
| SAwal over tive 
ree 

















A $$... 
FL closed within 90 days 

ew cade. «al 

$1,000 and over ge te 











() May be “ 
= waived where overactivity results from our debits for loan Payments, 
) Ie 
3 charge may be applied if Manager considers that circumatances warrant. 
Mew of regular charye for cashier's check or deat 


customer facilities, it usually issues a 
mimeographed bulletin, letter or memo 
which is passed along to the staff to 
initial. The bulletin or memo is then 
placed in a large binder or in the files, 
where the information can’t be located 
immediately when someone wants to 
tell a customer about the cost of some 
service. 


These representative pages show the method of listing charges 
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In the average bank a considerable 
number of the staff are what might be 
termed contact people. If these people 
are to do a good selling job for the 
bank and for banking generally, they 
must know their merchandise and be 
able to quote rates quickly like the 
insurance man or the railroad passen- 
ger agent. Services as well as com- 
modities can be merchandised effec- 
tively. 


[JN making a summary some months 

ago of our banking facilities, our 
officers were surprised to find that we 
had 100 different services for which a 
charge is made. Our institution oper- 
ates 63 branches in Northern California 
communities, besides the head office, 
together with seven military facilities. 
In these offices several hundred con- 
tact people are engaged in meeting the 
public. 

Formerly there was always some 
question coming up as to the bank’s 
policies covering application of service 
charges, such as the charge or com- 
mission for buying or selling bonds. 
It was evident that an improvement 
could be effected by assembling in one 
place all the rates and descriptive in- 
formation covering these 100 services, 
and providing our contact people with 
a complete printed Rate Guide for 
quick reference. All rates applied by 
our bank, including service charges, 
expense items, interest charged on 
loans and interest paid on savings 
accounts, are listed in this book. Now 
whenever a customer inquires about 
any phase of our service, the staff 
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E. V. KRICK, vice-president and cashier (left), and MR. ARMANINO 


In eight months, the Rate Guide has proved its practical value 


member pulls out our Rate Guide and 
can give a complete explanation of the 
cost. 

In the background has been the 
realization of our bank management 
that in recent years banking has been 
called upon more and more to increase 
its facilities to the public. Many 
institutions have not only anticipated 
these: demands but have even gone 
beyond the trend, with the result that 
banks have been rendering a tremen- 
dous amount of service, especially dur- 
ing wartime in war production areas. 
Much of this service has been or is 
being given to non-customers, often 
on a theoretical pay basis. If a bal- 
ance were struck, it would probably 
be found that much of the service 
rendered has cost more than the in- 
come received. 


IDUE to these activities bank earnings 

show an increase in service charges 
collected, but are largely offset by an 
increase in salary costs, as this type 
of work involves extra expense and 
administration. The solution of the 
problem, as we see it, is to streamline 
service operations so as to reduce the 
cost to the minimum. The public is 
entitled to the best kind of manage- 
ment that banking can give so that the 
cost to the public may be kept as low 
as possible. 

It is obvious that the trend of earn- 
ings per dollar deposit has been down- 
ward, and it has become increasingly 
evident that banks cannot look alone 
to interest income to maintain a 
stable position. This was forcefully 
brought out in testimony recently given 
by Marriner S. Eccles, Chairman, 


Board of Governors, Federal Reserve 
System, testifying February 20, 1945, 
before the Committee on Banking and 
Currency, U. S. Senate, on S. 510, a 
Bill to Amend Sections 11 (C) and 16 
of the Federal Reserve Act, when he 
said: 

**You will be interested to know that 
if the banking system had no Govern- 
ment securities at all, taking the bank- 
ing system as a whole today, they 
would be in the red about $250,000,000. 
Now, in that case, of course, the banks 
would not be in existence.” 


[IN compiling our Rate Guide it was 
not necessary to work out a new set 
of rates. Service charges had been 
discussed and adopted by the bank 
over a period of years and issued in the 
form of bulletins, circular letters and 
memos. Several months were required 
to clarify all this information and 
assemble it for ready reference. 

In devising this reference book a 
number of experiments were tried. 
At first we thought it might be advis- 
able to have a sheet for each classifica- 
tion of service, and that sheets could 
be given to each staff member covering 
his phase of operations. It was found 
there would be a problem of keeping 
the sheets intact and over a long 
period of time it would be difficult to 
know which sheets outstanding were 
the latest in effect. We started then 
to work out a formula which would 
give the rate for each type of service 
on printed sheets in book form. 

It was decided to use a loose leaf 
ring binder which would hold printed 
sheets 5144"’ x 814". This size book is 
small enough to be easy to handle, 


look well on a desk and have a business- 
like appearance when opened in front 
of a customer, as compared to the 
larger letter-size type of binder. A 
standardized formula was chosen for 
the copy and used throughout the 
book. Charges were classified accord- 
ing to the division of service. Pages 
were printed on tough, heavy paper 
stock which would stand considerable 
handling. 

Buff colored index tabs divide the 
pages into the following classifications: 
Index, Policy, Bond, Checking, Collec- 
tion, Domestic Exchange, Foreign 
Department, Loans, Mail, Miscellane- 
ous, Non-Customers, Safe Deposit, 
Savings, Transfer Stamps, Trust De- 
partment, Special Arrangements. 

In the front is a four-page detailed 
index, placed there instead of in the 
back, as is customary, because it was 
found of more help in that position. 
Under “Policy” is a three-page ex- 
planation of the bank’s policies cover- 
ing service charges, so there may be a 
uniform understanding of how these 
rates are to be applied and the reasons 
for such charges. The section listing 
Trust Department services covers 
twenty pages and for Bonds eight 
pages. 

The formula for listing the rates is 
designed so that finding the answer 
becomes practically automatic. The 
necessity of making separate calcula- 
tions and reading numerous foot notes 
is eliminated, and the rate can be seen 
at a glance. As changes occur a new 
page is issued and inserted in the book. 

The manner of applying service 
charges may create serious situations 
unless the policies are clearly defined. 
The Rate Guide handles this problem 
by stating that direct charges are 
either: 1. Fixed—not subject to 
waiver or revision in individual cases. 
2. Discretionary —subject to waiver or 
revision upon authority of the man-. 
ager, assistant manager or officer in 
charge. For example, it is not our 
policy to apply service charges on 
regular checking accounts of certain 
religious, charitable, philanthropic or 
non-profit organizations. The Rate 
Guide outlines very definitely the con- 
ditions under which direct charges 
may be waived at the discretion of the 
manager, assistant manager or officer 
in charge. 

A possible source of errors in ac- 
counts and services is the problem of 
special arrangements. These may 
involve some unusual service, an 
arrangement covering a particular type 
of business, or may deal with author-’ 
ized interest rates and how these are 
to be reimbursed. 

As changes occur in the staff, or 
people become ill or go on vacation, 
someone takes over the work. The 
substitute may have no knowledge of 

See BANKING RATE GUIDE—Page 47 
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Population, income, retail sales, and other figures paint an impressive 
picture of the California of 1945. More important to business and banking 


executives everywhere is the fact that this market holds promise of con- 
tinuing development. 


If the possibilities of this market are a serious consideration to you, 
follow the lead of business, industrial, and banking executives every- 
where. Direct your inquiries to this bank which serves California through 
branches in more than 300 cities and towns—a statewide service which 
offers many unique advantages. Inquiries will receive prompt attention. 


4 RESOURCES OVER 4% BILLION DOLLARS > 


Dank of America 


NATIONAL {RYSTAS? ASSOCIATION 


MEMBER FEDERAL RESERVE SYSTEM e MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Complete Banking Facilities - Commercial - Savings - Trust - Safe Deposit 
Main Offices in the two reserve cities of California... San Francisco - Los Angeles 


Blue and Gold BANK of AMERICA TRAVELERS CHEQUES are available 
through authorized banks and agencies everywhere. Carry them when you travel. , 
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, after year hundreds of Ameri- 
can banks use Central Hanover as their 
New York correspondent because they 
like the wide experience and care it 
brings to the protection of their interests 


and the handling of their business. 


For example; 278 banking institutions 
have been correspondents continuously 


for more than half a century. 


Central Hanover gives individualized 


attention to individual needs. 





CENTRAL HANOVER 
BANK AND TRUST COMPANY 


NEW YORK 


Member Federal Deposit Insurance Corporation 








In writing to advertisers please mention The Burroughs Clearing House 
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WASHINGTON VIEWPOINT 








By ARTHUR .. WIMER, Washington Correspondent 


Mr. Snyder’s Credit Views 


Federal Loan Administrator John 
W. Snyder believes that adequate 
loans can be supplied to post-war busi- 
ness without new legislation but feels 
that tax revision to encourage the 
investment of private funds in equity 
financing is essential. 

Outlining his views to the Washing- 
ton Correspondent of The Burroughs 
Clearing House, Mr. Snyder declared 
that he had “‘a great deal of confidence 
in the ability of this country to re- 
convert.” 

Holding that existing loan legisla- 
tion is sufficient, Administrator Snyder 
declared that “through proper policies 
we can handle the situation.” He 
added that he was not disposed to seek 
modification of present laws and 
regulations so that commercial banks 
might make loans more befitting the 
responsibility of other lenders. He 
further emphasized the conviction 
that equity financing should be forth- 
coming through private sources rather 
than the Federal Government. 

“I do not,” he said, “‘see how the 
Government can get into equity 
financing. There must be a stabiliza- 
tion and revision of the present tax 
laws to give incentive to the investment 
of private finance in business which 
requires equity financing. I’m confi- 
dent such stabilization and revision 
will be forthcoming.” 

Mr. Snyder said he regarded as» 
“excellent” the plan of the Invest- 
ment Bankers’ Association for creating 
Federally-chartered local investment 
companies which could buy securities 
of corporations in their localities. 

“The plan has great possibilities,” 
he opined. “I am watching its develop- 
ment with a great deal of interest.” 

A survey of private and public lend- 
ing facilities available to small busi- 
ness, now being made by the Depart- 
ment of Commerce, should produce 
worthwhile information, Administrator 
Snyder feels. The study is being con- 
ducted by request of the American 
Bankers Association and is expected 
to be completed within a month or 
six weeks. Thereafter the Commerce 
Department plans to make a similar 
appraisal of credit needs. of small 
business. 

**All the concentrated thinking we 
can get on this subject will lead to a 
solution or solutions of the problem,” 
said Mr. Snyder. 

Mr. Snyder is regarded by Washing- 





ton as a realist who regards loans 
strictly on a basis of business risk 
rather than on the promise of sociologi- 
cal returns and who will be neither too 
timorous nor too lavish in employing 
the lending agencies to buttress rather 
than to supersede private lending 
institutions. 


Move to Liberalize 
G. I. Loan Provisions 


It becomes increasingly apparent 
that sweeping revision of the G. I. Bill 
of Rights loan provisions is only a 
matter of time but that action may be 


delayed by Congressional desire to. 


scan the entire scope of veterans’ 
assistance. 

That Congress is determined to treat 
veterans with greater liberality than 
permitted by the G. I. Bill was clearly 
demonstrated when Senate and House 
added to the current Agriculture De- 
partment appropriation bill an amend- 
ment granting preferential considera- 
tion for loans to veterans. The bill 
carried $50,000,000 for farm. loans 
under the Bankhead-Jones Farm Ten- 
ant Act, of which $25,000,000 is ear- 
marked for veterans. As a guard 
against inflation, the lawmakers wrote 
in a: provision that the Bankhead- 
Jones loans be not greater than the 
average farm value as determined by 
1940 census figures, but specifically 
exempted veterans’ loans from this 
ceiling. 

Thus the Secretary of Agriculture is 
supplied with $25,000,000 which he 
may lend to veterans without regard 
to farm values, whereas under the 
G. I. Bill loans may not exceed ‘“‘rea- 
sonable, normal value.” Action of 
Congress in authorizing this liberal 
policy on the agricultural loans is 
taken as definite evidence that Con- 
gress is likewise prepared to lift G. I. 
Bill restrictions. 

Another deterrent in the G. I. Bill 
which Congress is likely to modify is 
the maximum of 4 percent return which 
lenders may obtain on loans guaran- 
teed by the Veterans Administration. 
This interest rate ceiling has made 
business loans unattractive in many 
cases. A number of Congressmen have 
come to realize that 4 per cent is an 
inadequate return for some loans, and 
feel that the rate should be increased 
or a special service charge authorized. 
A rate of 1% per cent for this charge 


is being discussed, approval of which 
would lift the maximum return to 54% 
per cent. 

But even while Congress prepares 
to liberalize the G. I. Bill there is a 
growing feeling that some organized 
effort should be made to inform return- 
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ing servicemen of the limitations on 
the assistance they may expect from 
private and Federal lending agencies. 
Field observations indicate that pres- 
sure from veterans for large and un- 
sound loans is likely to become 
enormous. 


Farm Credit Legislation 


Despite pleas by chartered banking 
that legislation be delayed pending a 
Congressional study of the broad ques- 
tion of agricultural loans, it appears 
likely that Congress will enact piece- 
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meal legislation broadening and mak- 
ing more attractive the over-all Federal 
program for supplying Government 
credit to farmets. 

At least a portion of this liberalized 
lending policy will be accomplished 
through a bill sponsored by Chairman 
John W. Flannagan, Jr., of the House 
Agriculture Committee. This measure 
embodies several amendments to the 
Federal Farm Loan Act, Emergency 
Farm Mortgage Act of 1933, Federal 
Farm Mortgage Corporation Act, and 
the Servicemen’s Readjustment Act. 
The stated intent of the bill is “to 
afford a more efficient farm mortgage 
system for farmers.” 
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It would be an unusual banker who would answer “‘no”’ 


to that question, but in the past many have answered 


“no” in absentia, as it were. 


They did it by passing up the profitable field of 
consumer credit. We don’t mean personal loans to 
the individual. A bank can but rarely make a large 
profit on this one operation. We mean the whole field 
of consumer credit, and particularly the financing of 
time payment purchases through home-town dealers. 


We have handled this type of business through two 
wars, prosperity and depression, and know about it. 
We are glad to share our experience with our corre- 


spondent banks. 
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As approved by the House and now 
awaiting Senate action, the bill carries 
the following provisions: 

1. Simplifies procedure under which 
national farm loan associations pass 
upon loan applications, by permitting 
any three members of a loan committee 
to approve a loan instead of requiring 
unanimous committee action. 

2. Permits associations to obtain 
an appraiser’s report before loan 
applications are acted upon. (No. 1 
and No. 2 are designed to permit the 
Federal Land Bank System to follow 
practices which meet ordinary business 
standards in the extension of farm 
mortgage credit.) 

3. Permits land banks to allow 
borrowers to pay in advance or in full 
in five years or less. 

4. Permits land bank borrowers to 
refinance non-agricultural indebted- 
ness incurred two years prior to loan 
applications. Existing law limits such 
refinancing to non-agricultural in- 
debtedness incurred prior to January 
1, 1937. 

5. Lifts the limit of Federal Land 
Bank loans from 50 to 65 per cent of 
appraised normal value. 

6. Lowers the interest rate on items 
in default from 8 to 6 per cent. 

7. Specifically authorizes Federal 
Land Banks to borrow from commer- 
cial banks on a joint and several note. 
This power has been implied under 
existing law. 

8. Authorizes land banks to buy 
mortgages and contracts from the 
Federal Farm Mortgage Corporation 
by direct purchase to avoid refinancing 
costs. 

9. Specifically permits land banks 
to allow borrowers to defer payment 
of principal installments on loans in 
distress while paying second mortgage 
loans. 

10. Authorizes land banks to buy 
and sell government obligations as 
well as Federal Farm Mortgage Bonds. 
Permits the banks to deposit all such 
securities as well as cash and qualified 
first mortgages and purchase money 
mortgages as collateral for Federal 
farm loan bonds. 

11. Removes all restrictions on call 
period and denominations of Federal 
farm loan bonds. 

12. Stipulates that the interest rate 
on Land Bank Commissioner Loans 
must be at least 1 per cent above the 
rate on land bank loans. 

13. Requires that hereafter bor- 
rowers from the Land Bank Commis- 
sioner agree to apply for land bank 
loans to refinance Commissioner loans 
if and when land bank credit becomes 
available. 

14. Extends authority for making 
Land Bank Commissioner loans one 
year from June 30, 1945, the existing 
scheduled expiration date. 

Testifying on the bill before the 
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Preparedness is Priceless 


Marine law requires ocean-going steamers to carry life boats 
and rafts of sufficient capacity to accommodate all persons on 
board. Even though this were not the case — failure to do so 
would be bad business. For the public would have little faith 
in any line which skimped on such vital equipment. ) } There 
are, of course, no laws which require the use of safety paper 
for checks. But bankers and business men know that the hazard 
of loss through fraudulent alteration and counterfeiting is far 
greater without this precaution—and that public confidence is 
correspondingly increased through its use. } } And it is their 
uncompromising determination to provide the utmost in check 
protection which has made “La Monte” America’s most widely 
used check paper, and the choice of a great majority. of out- 
standing banks and business organizations. 




















For Samples of La Monte Safety Paper see your 
Lithographer or Printer —or write us direct 


LA MONTE PAPER 


GEORGE LAMONTE & SON NUTLEY, NEW JERSEY 





We supply many banks and business organizations 
with their own INDIVIDUALLY IDENTIFIED Safety Paper. 
The issuing organization’s Trade-Mark is in the 
paper itself and appears on both the front and back 
of the check. Such INDIVIDUALIZED paper provides 
maximum protection against counterfeiting — saves 
The Wavy Lines are a La Monte Trade Mark | Banks sorting time—helps prevent errors. 








In writing to advertisers please mention The Burroughs Clearing House 












THE BURROUGHS CLEARING HOUSE—June, 1945 


MORE PLANES are being put into regular scheduled 
Airline service, which means more space is available now for all 
important types of traffic. 


MORE SPEED! Between all U.S. cities and principal towns, 
your shipment not only travels at a speed of three miles a minute but it 
also receives special handling at both ends — special pick-up and 
delivery, at no extra charge. Deliveries are often made the same day. 


MORE COVERAGE! More points in the United States and 
scores of foreign countries are served directly by air — while shipments 
to 23,000 off-airline points in the United States are handled through 
rapid air-rail schedules. 


LOWER COST— actually lower than before the war! Air 
Express carries 25 lbs., for example, more than 500 miles for only 
$4.38, more than 1,000 miles for $8.75. 


WRITE TODAY for “Quizzical Quizz,” a booklet packed 
with facts that will help you solve many a shipping problem. Railway 
Express Agency, Air Express Division, 230 Park Avenue, New York 17. 


Or ask for it at any Airline or Express office. 








GETS THERE FIRST 








Phone RAILWAY EXPRESS AGENCY, AIR EXPRESS DIVISION 
Representing the AIRLINES of the United States 





House Agriculture Committee as 
spokesman for the American Bankers 
Association, A. L. M. Wiggins, presi- 
dent of the Bank of Hartsville, South 
Carolina, and former A. B. A. head, 
deplored what he termed a “bits and 
pieces” approach to the farm credit 
problem. He said the committee 
should “conduct a very thorough and 
far-reaching investigation and study 
of the operations, mechanics, and 
objectives of the whole credit system 
in the field of agriculture.” 

Mr. Wiggins specifically urged liqui- 
dation of the Federal Farm Mortgage 
Corporation. The Flannagan bill re- 
tains that agency. 


° ° 


Vital Role Seen for 
Export-Import Bank 


Congress is expected to increase the 
capitalization of the Export-Import 
Bank to such an extent that the bank 
under President Wayne C. Taylor may 
greatly expand its loans for financing 
exports and imports and for develop- 
ment projects abroad. 

Mr. Taylor, who recently succeeded 
Warren Lee Pierson as head of the 
bank, is recognized as an outstanding 
authority on finance and foreign com- 
merce. The 5l-year-old banker was 
named president of the bank after 
resigning as Undersecretary of Com- 
merce. 

Under its existing lending authority 
of $700,000,000 the Export-Import 
Bank has made four general types of 
loans. (1) It has extended short-term 
and medium-term credits to finance 
the exports of agricultural and indus- 
trial commodities. (2) It has granted 
medium-term credits to foreign govern- 
ments, their agencies and central 
banks to provide dollar exchange. 
(3) It has granted medium-term and 
long-term credits to finance purchases 
of United States equipment and serv- 
ices for developing projects in other 
countries. (4) It has engaged in 
special transactions, including loans to 
importers and credits to carry Latin- 
American agricultural surpluses. 

The bank has lent about $478,000,- 
000, of which more than half has been 
repaid. From the date of its creation 
to November 15, 1944, the bank’s 
earnings had reached $37,000,000. 

After an exhaustive study of prob- 
lems presented by projected indus- 
trialization of the Western Hemisphere 
and development of war devastated 
countries, the House Special Commit- 
tee on Post-War Economic Policy and 
Planning has concluded that the 
Export-Import Bank can play a vital 
role in achieving these objectives and 


‘has recommended that the bank’s 


capitalization be increased. 
“The Export-Import Bank is not 











pein tn th eel oe 


PS ae ee e”:leerlU ee lhCU 











THE BURROUGHS CLEARING HOUSE—June, 1945 27 


expected to duplicate the work of the 
proposed Bank for Reconstruction and 
Development,” the special House com- 
mittee reported. “There is an essential 
difference between the two agencies. 
The Bank for Reconstruction and 
Development will be an international 
agency, with a responsibility to all 
countries which are members, whereas 
the Export-Import Bank is solely an 
agency of the United States Govern- 
ment. It is probable that some 
development loans which cannot be 
made by an international organization 
will nevertheless be desirable from the 
point of view of the United States.” 


« e 


RFC to Urge Loans on 
Surplus War Items 


As part of the program to expedite 
the sale of surplus war property, the 
Reconstruction Finance Corporation 
will encourage private lending institu- 
tions to expand their financing of such 
transactions. 

Washington officials are especially 
anxious to have surplus goods disposed 
of with all possible speed and feel that 
readily available credit may be of 
material assistance in reaching this 
goal. They have called upon the 
RFC for co-operation and that agency 
has agreed to participate in loans for 
the purchase of surplus items or to 
make direct loans where private credit 
is not available. 


7 4 ° 


Congress Gathering Data on 
Small Business Credit 


While several Congressional com- 
mittees are weighing ways and means 
of financing small business, the House 
Committee on Small Business has been 
collecting authentic and authoritative 
testimony. 

After field hearings in New York, 
Chicago, St. Louis, Cleveland, Spring- 
field, Illinois, and Boston, the House 
committee on May 22 opened hearings 
in Washington during which the views 
of Government agencies and of bank- 
ing and finance were obtained. Wit- 
nesses included Emil Schram, presi- 
dent of the New York Stock Exchange; 
Federal Loan Administrator John W. 
Snyder; Marriner S. Eccles, chairman 
of the Board of Governors, Federal 
Reserve System; Maury Maverick, 
chairman of the Smaller War Plants 
Corporation; Robert M. Hanes, chair- 
man of the A. B. A.’s Post-War Small 
Business Credit Commission; John C. 
Folger, president of the Investment 
Bankers Association, and Colonel Mau- 
rice Hirsch, chairman of the War Price 
Adjustment Board. 












what ao RECOFES 


mean to you? 


If you consider 

your business records 
Worth Keeping, keep them 
on paper worthy of 

the responsibility... 


Weston Saber 


Weston Cotton Fibre Content Papers are made for only one 
purpose — to provide a dependable and enduring foundation 
for records that are worth keeping — the financial, legal and 
commercial records, reports, forms, documents and correspond- 
ence without which your business could not function effectively. 


Simply adopt this sound and sensible precaution. Whenever 
you consider any record worth keeping see that it’s kept on paper 
that has proved its ability to resist time and hard handling — 
paper made specifically for record keeping — WESTON paper. 


BYRON WESTON COMPANY, Dalton, Massachusetts 
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The latch-string is always out 


Somehow you don’t think of a bank as having 
a latch-string. But as a symbol of welcome, 
ours is always out to our Correspondent Banks. 
And we feel just as welcome when we go to 
call on them. 


There’s a very special relationship between 
The Pennsylvania Company and its Corre- 
spondents. It’s one which we prize highly. 
It's one we both enjoy and from which we 
both gain much. 


Because our experience is so broad and 
our facilities so complete, we really have a 
lot to offer. Not only are we a large Bank, 


PHILADELPHIA 


MEMBER FEDERAL RESERVE SYSTEM 


but we’re also one of the oldest and largest 
Trust Companies in the United States. We 
want to help and help promptly in any 
possible way. 


In the steady flow of business, we've set a 
rather enviable record of speed in clearing 
transit items. This is something our Correspon- 
dents seem to appreciate particularly. It is 
one of many special service features we're 
glad to provide. 


Even if you are not a Correspondent, drop 
in for a visit when you are in Philadelphia. 
We'd like to see you. 


THE 
PENNSYLVANIA 
COMPANY, ... :vssrsces os 


LIVES AND GRANTING 
ANNUITIES @ Founded 1812 


* FEDERAL DEPOSIT INSURANCE CORPORATION 
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The PERSONALITY SPOTLIGHT 


A. P. GIANNINI 





A. J. GOCK 


““A. P.“ rounds out unique and brilliant financial career 


On the eve of his 75th birthday anni- 
versary on May 6, Amadeo Peter 
Giannini, founder and chairman of 
the board, Bank of America, an- 
nounced his formal retirement from 
active direction of the bank’s affairs. 

At the board meeting which fol- 
lowed on May 8; Al J. Gock, vice- 
chairman since 1937, was elected to 
succeed Mr. Giannini as chairman. 
Francis S. Baer was named senior 
vice-chairman and Mr. Giannini given 
the honorary title of founder-chairman. 
His son, L. M. Giannini, continues 
as president of the bank and chairman 
of its executive committee. 

At this meeting action was taken on 
a proposal by Mr. Giannini to con- 
tribute the major portion of his per- 
sonal wealth to a non-profit corpora- 
tion to be known as the Bank of 
America Giannini Foundation. Its 
purpose will be to provide financial 
aid to bank personnel who deserve 
specialized technical training, and also 
to make funds available for medical 
and humanitarian research. 

To carry out Mr. Giannini’s desire, 
cash and securities amounting to about 
$500,000 have been turned over to 
the new foundation. 

His future plans include three special 
spheres of interest. One will be to 
fight what he feels has been regulatory 
discrimination against the bank. 

Another interest will be conducting 
his own personal affairs. No longer 
will “‘A. P.” be a familiar figure at his 
big desk out in the open on the 
administrative floor, where he was 
readily accessible to visitors. At his 


age he feels entitled now to a small 
private office, where he expects to 
spend an hour or two a day when in 
town. 

Later Mr. Giannini intends to 
travel in the interests of the bank. 
When conditions permit he will go to 
London, then to continental Europe. 
He also plans to visit the Far East and 
cover Central and South America. 

Mr. Gock, who succeeds to the 
chairmanship, started his banking 


career as a bank messenger in San 
Francisco in 1903. He joined the 
Bank of America organization in 1912 
as a teller. In 1923 he became vice- 
president and a director, and in 1939 
was named to head the Southern 
California Division. He will continue 
to make his office at Los Angeles head- 
quarters. The board of directors meets 
alternately in that city and in San 


Francisco. 
+ 


S. William Miller has been elected 
president of the Union Trust Company 
of the District of Columbia, succeeding 
Ord Preston who is retiring from 
active service due to illness, although 
he has been named chairman of the 
board. 

Mr. Miller has been with the bank 
forty-two years, and has worked up 
through the ranks from a clerical 
capacity to assistant treasurer, treas- 
urer, vice-president in 1943, and direc- 
tor in 1944. He is widely known 
through his activities in the District 
of Columbia Bankers Association and 
in civic affairs. 

Mr. Preston has been associated 
with the Union Trust since 1932, and 
previously was for eight years president 
of the Washington Gas Light Co. 


e 
Paul S. Dick, chairman of the 


board of The United States National 
Bank, of Portland, Oregon, passed 
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A KEY CENTER 


In war and peace, Boston has 
always been a key center in 
America’s economic life. And 
for 108 years the Shawmut Bank 
has been a Boston institution of 
“outstanding strength.” 


The National 
Shawmut Bank 


40 Water Street, Boston 
Member Federal Deposit Insurance Corporation 
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away on May 9 following an illness of 
several months. 

Mr. Dick served as president of this 
prominent Pacific Northwest financial 
institution from 1931 until March 30 
of this year at which time he was 
elevated to the chairmanship, E. C. 
Sammons becoming president. 

The banking career of Paul S. Dick 
dates back to 1895 when he started to 
work for the Ainsworth National Bank, 
of Portland. Shortly thereafter, the 
Ainsworth National was merged with 
the United States National. Mr. Dick 
served for many years on the advisory 
council of the Federal Reserve Bank of 
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San Francisco and on numerous com- 
mittees of the American Bankers 
Association. He found time to devote 
to countless worthwhile civic activities 
of his home city and state. 


* 


A widely-known California banker, 
J. F. Sullivan, Jr., has been ad- 
vanced to the executive vice-presidency 
of Crocker First National Bank of 
San Francisco, to succeed the late 
George J. Kern. The latter, who 
died May 3 at the age of fifty-eight, had 
been ‘connected with the Crocker 
family banking interests for thirty- 
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Westward, an irresistible force is pulling people, money, industry—to share in 
West Coast destiny. Pacific ports today pouring out war materiel will handle 
much of a hemisphere’s commerce tomorrow. Rising production, trade, 
population, payrolls are no novelty here... growth has been steady, 


continuous. Western land, resources, life—attract magnetically. 







As your business looks westward, 
we invite your use of the facil- 
ities of Anglo Bank. Especially 
well-located for your needs, 
“Central to the West Coast,” 
our San Francisco head office 
and our network of branches, 
with 72 years of experience, 
and our connections coastwide 
and abroad are at your service. 


ANGLO 


CALIFORNIA NATIONAL 


Branch offices: 

San Francisco, 
Oakland, Chico, 
Berkeley, San Jose, 
Hanford, Lemoore, 
Red Bluff, Redding, 
Modesto, Bakersfield 


MEMBER FEDERAL RESERVE SYSTEM ©® MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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J. F. SULLIVAN, JR. GEORGE J. KERN 


nine years, and was a prominent figure 
in the business life of San Francisco. 

Mr. Sullivan’s recent rise in the 
bank has been rapid. He joined the 
institution in 1919, became a vice- 
president in 1930, was named a direc- 
tor in 1943, and last year was made a 
member of the executive committee. 
In addition to his additional responsi- 
bilities at the bank, he has also been 
serving as San Francisco’s police com- 
missioner. A past president of the 
California Bankers Association, he 
has a wide banker acquaintance 
throughout the State. 


> 


Harvey D. Gibson has returned 
to active duty as president of Manu- 
facturers Trust 
Company, New 
York, after an 
extended leave of 
absence as Ameri- 
can Red Cross 
Commissioner for 
Great Britain, and 
subsequently for 
Western Europe 
also. His successor 
is also prominent arvey D. GIBSON 
in banking circles, 
being Frederick A. Carroll, vice- 
president and trust officer of The Na- 
tional Shawmut Bank of Boston, who 
has been in charge of the trust, transfer 
and real estate departments since 1924 
and counsel of the 
bank for ten years. 
Mr. Carroll is presi- 
dent of the A. B. A. 
Trust Division. 

Starting from 
scratch, Mr. Gib- 
son in his capacity 
as Red Cross Com- 
missioner is cred- 
ited with having 
FRED. A. cARROLL = Uickly organized 

the most extensive 
program ever undertaken for main- 
taining the morale of the men in serv- 
ice. This program called for a staff of 
36,000 men and women, and involved 
the establishment of the largest chain 
of hotels in the world. 


¢ 














One of the most prominent bankers 
to doff military gear is Col. Richard 
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K. Mellon, president of the Mellon 
National Bank, Pittsburgh, who has 
been head of the Pennsylvania draft 
system since July, 1943. He became 
eligible for Army retirement and was 
discharged May 4. He plans to re- 
sume his post at the bank following a 


vacation. 
o 


Recognition that the post-war years 
hold great possibilities for the expan- 
sion of trade be- 
tween Canada and 
China is seen in the 
appointment of 
Pingfang Hsia 
as Bank of China’s 
representative in 
Canada, with head- 
quarters at Ottawa. 
He was formerly 
joint manager of 
the bank’s agency 
in New York City. 

In his new assignment, Mr. Hsia 
will maintain close touch with the 
Canadian governmental departments 
interested in international trade and 
finance, cultivate full utilization of 
Canadian and Chinese banking facili- 
ties to promote commercial relations 
between the two countries, and assist 
both Canadian and Chinese merchants 
in developing markets for their respec- 
tive products. 








PINGFANG HSIA 


* 


In .the recent death of Walter 
Byron Smith, his associates at The 
Northern Trust 
Company, Chi- 
cago, mourn the 
loss not only of a 
capable and active 
director but also a 
well-loved indi- 
vidual. He was 
the second son of 
Byron Laflin Smith 
who founded The 
Northern Trust 
Company in 1889. 
While he never held an official position 
in the bank except his directorship, he 
devoted practically full time to bank 
affairs and occupied a companion office 
to that of the president, Solomon A. 
Smith, his brother. 


o 








WALTER B. SMITH 


Rudolph Ostengaard, formerly 
comptroller-auditor of the Live Stock 
National Bank of Chicago and more 
recently associated with the Century 
Aircraft Company at Inglewood, Cali- 
fornia, has joined the comptroller’s 
staff of California Bank, Los Angeles. 
He was for many years active in the 
National Association of Bank Audi- 
tors and Comptrollers, and is a past 
president of the Chicago Bank Auditors 
Conference. 
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Asked the President of the Purchasing Agent: 


Did you say that war restrictions have IMPROVED 
the serviceability of the paper we use? 


Said the Purchasing Agent to the President: 


Right. War restrictions IMPROVED the performance 
of the stationery and record-keeping papers we use. 





ee made paper scarce. It be- 


caine necessary to get more 
sheets per pound. Stationery and 
record-keeping papers had to be 
thinner. To get sufficient strength 
and wear from thinner papers we 
bought paper of greater cotton con- 
tent. These papers proved stronger 
and more serviceable than papers 
made all of wood pulp. There's less 
waste because cotton fiber papers 
stand more erasing. These papers 


look better, take more use and 
abuse, and last longer.”’ 

When war restrictions go, don’t 
return to the wasteful practices of 
yesteryear. When you order sta- 
tionery and record-keeping papers, 
specify PARSONS. You'll get the 
finest cotton fiber papers from a 
mill that specializes in paper for 
modern business, made to reflect 
and record the quality of yout 
organization. 





PARSONS PAPER COMPANY e HOLYOKE, MASSACHUSETTS 
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Yin Like hit 
uma won't fe atercdTad 


Mottal man knows he must die, . oes 
= but WHEN is uncertain. 
His buildings can burn, bee 
_ but he doesn’t know WHEN it may happen. 
Accidents are bound to occur, 
but he doesn’t know WHEN or WHERE 


Cars will crash, glass will break, objects will. 
fall, people will be hurt or killed, homes and 
businesses will be burglarized and robbed, em- 
ployees will be caught stealing and forgers may 


use his name, but WHEN or WHERE he can’t | 
foretell. 


As a responsible citizen you need the services 
of a good insurance agent or broker to protect . 
you, your family and your business against loss 
from the many hazards that befall mortal man— 
UNEXPECTEDLY. : | 


If you have any doubt that either you or your 
_ business is not properly protected by insurance, 


it or you nd- 


Dependatte ae Gs America 
AMERICAN SURETY COMPANY 2 : NEW YORK CASUALTY COMPANY 


100 BROADWAY « NEW YORK AGENTS AND BROKERS EVERYWHERE 
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Industrial Development Bank 


For the first five months of its 
existence, the government-owned In- 
dustrial Development Bank made 


By JAMES MONTAGNES 


the series of twelve proposed advertise- 
ments which are to run during the rest 
of this year, features one individual 
banking service. Copy is addressed to 


specific audiences reached by the 
publications used. 

Copy for one advertisement has 
emphasized the growth of check cash- 


thirty-three loans totaling $1,340,500, 
of which the borrowers at the end of 
March had used $117,222, it was 
announced by Graham F. Towers, 
president of IDB, and governor of the 
Bank of Canada, of which IDB is a 
subsidiary. 

The IDB, whose head office is in 
Ottawa, now has offices operating at 
Montreal, Toronto and Vancouver, 
and is receiving applications for loans 
from all parts of Canada. Other 
branches are to be opened, with the 
locations depending on the. number 
and distribution of applications re- 
ceived. 

Most applications have come from 
small businesses which desire to ex- 
pand, but cannot obtain long-term 
loans for this purpose from the regular 
lending channels. To help firms like 
this the IDB was set up by the govern- 
ment with authority to make loans up 
to $100,000,000. Experienced bankers 
are employed by the IDB (Burroughs 
Clearing House, November, 1944) and 
all applications for loans are carefully 
investigated. At the end of March a 
total of ninety-six applications for 
credit were under investigation. 








: ” . When Japanese searchlights sweep the sea, our PT boats lay a protecting smoke screen. Here, as 
on every front, quick communication is vital. These Patrol Torpedo boats are the mighty midgets 


New Appointment of the U. S. Navy, matching their speed against the power of big guns, and their sting is deadly. 


T. F. B. Walker has been appointed 
superintendent of the securities and 
investment depart- 
ment of the Cana- 
dian Bank of Com- 
merce, at the To- 
ronto head office. 
He has been in 
charge of the bond 
department of the 
Toronto branch 
since 1919, and 
prior to that held 
other posts in the 
bank. He is widely known in the 
security and investment fields in 
Canada and the United States. 


* Sd o 


Wherever our men fight, there is 
telephone equipment—the best and 
plenty of it. 


The telephone 


The needs of war are still big and 
our telephone manufacturing plants 
are continuing to meet those needs. 





is in 
the thick of it 


T. F. B. WALKER 


If you’re waiting for a home tele- 
phone, it helps a little to know tke 
reason. And to know that we are 


doing everything we can to make 


your wait as short as possible. 

Trends in Bank Advertising 
Publicizing banking services of all 
Canadian banks, the Canadian Bank- 
ers’ Association has started a cam- 
paign in practically every Canadian 
publication. Each advertisement, of 


BELL TELEPHONE SYSTEM 








LISTEN TO “THE TELEPHONE HOUR" EVERY. MONDAY EVENING OVER NBC 
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ing and special wartime services during 
thewar The advertisement points out 
that the extra work has come at a 
time when new help has replaced 8,500 
experienced bank employees now in 
uniform. 

With the revised banking regulations 
allowing banks to make loans to farm- 
ers now in effect, the series also includes 
separate advertisements addressed to 
rural and urban readers stressing the 
value of the new farm loans to the 
farmer and the city worker. The 
advertisement for the farmer tells him 
some of the things for which he can 
obtain intermediate bank loans, such 
as buying new mechanical machinery, 
electrifying the farm, installing modern 
conveniences, or building a new barn. 
The copy for city papers on new farm 
loans stresses the value of these loans 
on employment in factories making 
the commodities farmers plan to buy. 

Each of the CBA series carries along 
the bottom of the copy the notation: 
“This advertisement is sponsored by 
your bank.” 

The Bank of Toronto in a new series 
of advertisements on free enterprise 
features the opportunities for youth, 
and points out how the bank can help. 
“The Bank of Toronto knows that 
thousands of enterprising, resourceful 
men and women in Canada have 
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You've often watched the tefler stamp 
your cheque. Every day, in every branch of 
every bank in Canada, cheques are being 
scrutinized, stamped and recorded. During 
the war years, this daily flow of cheques 
through your bank has swollen to « vorrent. 
Deposit accounts are more aumerous and 
active than ever before. This increase re- 
flects the tremendous activity of Canadian 
and payrolls have all reached record levels. 
te addition, three-quarters of a million 
men and women in the armed services must 
get their pay, and their dependents receive 
allowances regularly. 

The handling of this wartime volume of 
cheques is quite apart from numerous 
special servites which the tanks have 
undertaken—the delivery of millions of 
Victory Bonds and the sale of countless 
Wer Savings Certificates; ration coupon 
banking; subsidy payments to producers; 
foreign exchange operations. 





~ Yet all this extra work has been carried 
out at a time when new help has had to be 
trained wo take the place of more than 
4.500 hank workers sow in unifurm. 





This Advertisement is Sponsored by your Bank 





New co-operative ad campaign 


needed, and will continue to need, 
financial support at the moment oppor- 
tunity appears . . . Youth demands 
freedom to welcome opportunity when 
she arrives (as she will) in a million 
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AIRLINE FIN 
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AIRLINE 
FINANCE 


cA joint study by Bankers Trust Company, 
The Mutual Life Insurance Company of 
New York, The Chase National Bank 
and The New York Trust Company. 


HIS is an extensive and technical study which 

was conducted under the supervision of an in- 
dependent consultant on aviation matters. It con- 
tains detailed estimates of the expected growth and 
probable capital needs of the airlines, and describes 
various financing arrangements that are being de- 
veloped to meet their needs. 


lt has been undertaken from the viewpoint of the lender in 
order to help him meet efficiently the requirements of the 
airlines, and it covers various types of lending, which will 
be of interest to banks. Requests for copies should be ad- 
dressed to: P. O. Box No. 27, Wall Street Station, New York City. 
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How often have you said “If 1 could only raise * 
the money!” Well, if you could, what would you = 
do to improve your farm and increase your pro- Ms 
duction? “ 
Would you build « modern bor? 
or bey new machinery? 
or modernize your house? 
or electrity your farm? 
Yow can raise short term money from your bask; 
isk and long term money from other institutions by 
eoment way of mortgage. But there are some things you - 
would like 10 do which require loans that are 


That is where the banks, operating uader the 
new Farm Improvement Loans Act, can help you. 
The gap has been filled. “Intermediate” Joans ar 
@ specially low rate can now be obtained for 
periods of two or three years—or even longer, in 
cases up t© ten years. 

— $0, if you have a project in mind to improve your - 
farm, drop in and talk it over with your local 
bank manager. Ask him what he is s0w em- 
powered to do to help make your farm living more 
attractive and your work siore profitable. 

eto He will tell you—and show you—that your bank 
toon 1 JUST aS Eager to meet the sound credit needs of 
the farmer as of the merchant or manufacturer, 

















s Advertisement is Spotsored by your Bonk 


unexpected guises in the post-war to 
come. This bank is prepared to do 
its full part,’’ the advertisement reads 
in part. 

The Bank of Montreal has started a 
series of actual case histories in which 
bank help has aided the development 
of small business. Samples cited so 
far include that of an unemployed 
worker who a decade ago made a busi- 
ness of his hobby, fly fishing, and has 
built a $50,000 business making fishing 
tackle of all kinds. A bank loan for 
$150 helped to give him his start. The 
second in the series dealt with the case 
history of a young farmer who was 
helped along by the bank. 

The Royal Bank of Canada in 
publicizing its many branches in the 
West Indies and Latin America is us- 
ing advertisements on Canada’s foreign 
trade and what foreign trade means for 
Canadian workers. 


Sd ° SJ 


Personal Loan Promotion 


In a vest pocket size booklet printed 
on newsprint “in accordance with the 
wishes of the paper administrator,” 
and profusely illustrated with cartoon 
sketches, the Royal Bank of Canada 
talks about “Loans for Personal Pur- 
poses.”” The booklet points out that 
there is nothing disgraceful about 
borrowing money from the bank, and 
cites the many reasons for which loans 
are made, what it costs on the install- 
ment repayment plan, how to go about 
making a loan, the questions the bank 


. manager will ask, the security required 


and why. The entire booklet is 
written as if the banker were talk- 
ing to the prospective borrower. 
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BACK AGAIN AS You 
SUGGESTED, DICK. WE'VE 
GOT THE NEW CAR ALL 
PICKED OUT 








ein 











F| LET ME ARRANGE 
TO FINANCE IT FOR 
YOU THROUGH A 
LOCAL BANK. YOULL 
FIND IT PAYS 














i ERE RRR: 


__| NOW TAKE YOUR CHOICE |\ 
OF THESE 18 BANKS AND F- 
‘LL PHONE IN THIS 
INFORMATION. 





THAT WAS 
EASY, NOW 








GOOD, TOM. NOW 





| 


ALL WE DO IS FILL OUT 
THIS SIMPLE LOAN 
APPLICATION FORM. 


























AND THEYLL LEND ME 
ENOUGH TO PAY FOR THE 
CAR AND COMPLETE 4 
INSURANCE PROTECTION, T00? | 
SAY, THIS IS SWELL. 


+ ne 


THE BANK SAYS 
YOUR CREDIT 1S 
GOOD, MISTER. 











LIABILITY AND 
PROPERTY DAMAGE 
}] INCLUDED. NOW, ALL 
1 YOU DO IS HAND THIS 
}| DRAFT TO YOUR 
AUTOMOBILE DEALER 
ALONG WITH YOUR 
Ys DOWN-PAYMENT 
AND YOU'RE ALL 








Thar, in a nutshell, is how the direct method of financing 
an automobile is done under a plan now in operation 
in St. Louis, Missouri. It shows the teamwork between 
insurance agent and bank. It shows how agents who 
approach their present policyholders before they buy a 


new car can not only bring loan customers to banks, but 





RIGHT! PUBLIC 


THIS 1S SURE A DANDY 
WAY TO BUY A CAR. 
JUST DROPPING IN 
HERE ONCE A MONTH 
AND PAYING OFF MY 
LOAN IN EASY 
STAGES. 























can also write new insurance and render a real service to 
their clients. . .. We'd like to send you our new free folder 
describing the St. Louis Plan in detail, and also our other 
free booklets, “The Banker and the Insurance Man in the 
Auto Trade” and “Character Loans.” The American 
Insurance Group, 15 Washington St., Newark 1, N. J. 





> 


ersey 


The American Insurance Company e Bankers Indemnity Insurance Company « The Columbia Fire Insurance Company « Dixie Fire insurance Company « The Jersey Fire Underwriters 
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See er yt seein 
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AMERICAN PAINT JOURNAL; OIL 
AND GAS JOURNAL; WHOLESALE 
— pid ah re GROCER NEWS; FOOD FIELD RE- 
OR re ee PORTER; AVIATION NEWS; COM: 
the a masterisucash was necdes wermerials be needees MERCIAL FERTILIZER ; NATIONAL 
capital, 10% periods when BUTTER AND CHEESE JOURNAL. 
oO 
further Pr be ber arest La 
gystesn. OF call YORE NY V 
i 
C 
k 
a 
t 
c 
f 
S 
I 
C 
t 
€ 
Ik 
i 
t 
] 
I 
( 
YOUR CUSTOMERS are often unaware of their onl 


actual borrowing power. Lawrence is currently pointing to their 





“hidden credit” — showing them how to use it. In this way, Lawrence 


exposes the hidden collateral on which your bank can 


build additional, safe inventory loan business. 





LAWRENCE WAREHOUSE COMPANY 


FIELD WAREHOUSING FOR BANK LOANS ON INVENTORY 
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New Profit Opportunities for 
Banks . . . Well worth the attention 
of every bank interested in automobile 
financing is this 27-page brochure, in 


THE POSTWAR TREND IN A 
BILLION DOLLAR BUSINESS 


} : 
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Trend in automobile financing 


which the world’s largest automobile 
insurance company describes its “all- 
out” plan of co-operation with local 
banking institutions, in the financing 
and insuring of post-war cars. 

Among its many sections of interest, 
the booklet: (1) gives details of the 
co-operative plan, and illustrates the 
forms used; (2) presents results of a 
survey which the insurance company 
made among its policyholders, to 
determine their post-war buying in- 
tentions and their car financing prefer- 
ences; (3) analyzes advantages to the 
bank and to the customer of financ- 
ing automobiles on a direct rather 
than dealer basis. 


The National Debt and Bank 
Bond Portfolios . The vice- 
president of a large city bank points 
out that the U. S. Government debt 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


The Editor 
The Burroughs Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 





has become the most important factor 
affecting the future of the nation’s 
banks, and he discusses Treasury 
management of the debt in its borrow- 
ing program. This is followed by 
specific suggestions on bank invest- 
ment policy, in the light of the debt 
situation. These recommendations re- 
late to maturities, excess reserves, sub- 
standard assets, etc. 


Facts for Fidelions . . . This 31- 
page employee guide is an outstanding 
example of bank personnel literature. 
It acquaints newcomers and others 
with the bank’s personnel policies, dis- 
cusses public relations, explains the 
functions and services of the bank, 
includes a handy glossary of banking 
terms, presents. a reading guide of 
helpful literature, relates the bank’s 





fact, that: 


years of experience. 


with us. 








CLEVELAND, OHIO 


What’s Back of 
Industrial Strength? 


Those who profit by a close connection in 
banking matters are familiar with this 


Seventy-five per cent of this country’s 
manufacturing output — our strength — 
comes from the region of which Cleveland 
is a natural center. Back of this is the es- 
sential finance bulwark, contributed to in 
no small extent by this bank with its 55 


If you would add to your efficiency, and 
are strengthening your resources in today’s 
progressive movements, it may stand you 
in good stead to establish a connection 





CENTRAL NATIONAL BANK 
of Cleveland 


e MEMBER 


FDIC 





a 
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history, lists the bank’s officers, and 
pictures a map showing the location of 
the bank’s offices. Thumb-nail sketches 
throughout the booklet add to its 
readability. 


Banks—1945 ... After an analysis 
of current banking trends, and a bal- 
ancing of the favorable and unfavor- 
able factors pertaining to banks as a 
whole, this 64-page study by an in- 
vestment underwriter presents infor- 
mation on some of the nation’s leading 
banks. There is data in each case as 
to capitalization, dividend record in 
general, type of banking service ren- 
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dered, deposits, resources, and capital 
funds ratio. Also a comparison for the 
years 1944 and 1943 of operating earn- 
ings, net profit, dividend, book value, 
price range, and current dividend rate. 
For each institution covered there is a 
chart depicting growth and composi- 
tion trends in resources as of 1929, 
1939 and 1944. An excellent and 
elaborate compilation of information 
of interest to every bank officer. 


Should I Start My Own Busi- 
ness? ... With reconversion under 
way, bankers will be called upon in- 
creasingly for counsel and financial 








next Feast of Pentecost.” 


This awareness of property rights of 
others which has long been necessary for 
city dwellers, has caused many fire insur- 


ance policies to be written. 


The NATIONAL UNION and BIRMINGHAM 
FIRE INSURANCE COMPANIES have a wide 
range of coverages, including Fire, Tornado, 
Aircraft Damage, etc., to lessen the hazards 


of present-day city life. 


National Union 5a 


and Birmingham 


HIRE INSURANCE COMPANIES 





PITTSBURGH 3@ 


Thatched-roof houses used to be one of 
the headaches of early English city offi- 
cials. In 1302 a man was forced to pledge 
all of his “rents, lands and tenements” 
to indemnify the City of London from 
fires which his thatched-roof houses 
might start. This arrangement was to 
last until he could get his houses covered 
with tiles, which he hoped to do “by the 
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assistance, by individuals desiring to 
set up small businesses. 

Some excellent advice for returning 
G. I.’s and others considering new 
business ventures is contained in this 
44-page booklet issued by the Bureau 
of Economic and Business Research, 
University of Illinois. It compares 
the advantages and disadvantages of 
business ownership, and discusses the 
personal qualifications needed, the 
capital requirements for different types 
of enterprises, and methods of finding 
and evaluating business opportunities. 


Airline Finance . . . This 29-page 
study, which estimates that the new 
financing required by the country’s 
commercial airlines will approximate 
$500,000,000 in the next five years, 
points to an important lending oppor- 
tunity for the nation’s banks. It con- 
tains detailed estimates of the ex- 
pected growth and probable capital 
needs of the airlines, and describes 
various financing arrangements that 
are being developed to their require- 
ments. These methods include the 
use of equipment trusts, conditional 
sales contracts and chattel mortgages. 

To illustrate the technique that has 
been developed for airline credit analy- 
sis, the study presents a comprehensive 
sample of how this technique would 
apply to a theoretical airline that 
possesses characteristics common to 
the industry. 


25,000,000 New Buyers to Make 
60,000,000 Jobs... After emphasiz- 
ing that mass production must be 
accompanied by mass selling, this 
pamphlet cites the need for opening up 
a new field of customers through con- 
sumer credit. ‘The vast increase of 
selling can be achieved only by expand- 
ing consumer credit to twice or more 
of its pre-war record levels,” the 
pamphlet declares, and it suggests 
that manufacturers and salesmen as 
well as bankers should promote the 
use of such credit as a means of in- 
creasing public purchasing power. 

There is a symposium of the opinions 
of some prominent bankers and busi- 
ness leaders on the selling job ahead. 


The Commercial Letter of 
Credit in Domestic Trade .. . 
Whereas the commercial letter of 
credit has been widely used in financ- 
ing international trade, this booklet 
by a New York City bank points out 
that it can be utilized just as effectively 
in financing domestic trade. Also, 
that it is especially adapted to present 
wartime conditions, where concerns 
often must enter into contracts larger 
than would ordinarily be considered 


_ justified by their capital resources. 


The booklet explains the various 
steps in a letter of credit transaction, 
and reproduces specimen forms. 
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COURT DECISIONS 








By CHARLES R. ROSENBERG, sr. 


Member of the Bar of Pennsylvania and of the District of Columbia 


Night Deposit Lost 


A Philadelphia bank, for a nominal 
sum, furnished to a depositor a key 
with which he might make use of its 
“night depository.” This key unlocked 
a metal cylinder installed in the out- 
side wall of the bank building. In 
addition to furnishing the key to the 
cylinder, the bank also supplied to the 
depositor a small canvas bag, equipped 
with a lock to be used by him in avail- 
ing himself of the night depository 
service. 

On the afternoon of Christmas Day 
this depositor placed the receipts of 
several days business in the canvas 
bag given him by the bank. There 
were seven strapped bundles of one 
dollar bills of fifty each and one check; 
currency of larger denominations and 
coin made up the remainder. The total 
amount of the deposit was $1,692.75. 
The depgsitor’s pass book and a deposit 
slip were also enclosed. At the bank 
the depositor, accompanied by an 
associate, unlocked the cylinder, de- 
posited the bag in the slot, revolved it 
back to its original locked position and 
removed the key. 

Ten days later the depositor found 
that he had not been credited with the 
deposit and reported that fact to the 
bank, which made a thorough investi- 
gation. Credit in error had not been 
given to any other depositor and the 
bank was unable to find the depositor’s 
bag or any of its contents. 

The depositor sued the bank for the 
amount of the deposit. At the trial 
the bank did not account for the loss. 
The testimony of the depositor and his 
companion at the time the deposit was 
made, in the court’s opinion, “‘nega- 
tived the possibility that the bag be- 
came wedged in the slot of the cylinder 
from which it might have been appro- 
priated by the next user of the device.” 

The jury, concluding that the bank 
had received the deposit by means of 
the night depository device, brought 
in a verdict in favor of the depositor. 
The bank appealed. 

“The purpose of the device,” said 
the Superior Court of Pennsylvania in 
disposing of the appeal, ‘‘was to fur- 
nish the facilities for making a general 
deposit. The bank might have, but 
did not, enter upon a contract relation 
with the depositor on mutually accept- 
able terms defining its liability with- 
in legal limits in the event of loss. 
In the absence of such limiting agree- 


ment, the law will imply from the 
making of the deposit in this case that 
the relation ultimately intended was 
that of debtor and creditor. 

*“*A general deposit was contemplated 


by the parties as indicated by the 
bank in advertising the service and 
the procedure adopted by it. The 
mere placing of the money in the 
mechanical depository, however, did 
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When selling American Ex- 

@ press Travelers Cheques, the 
salesperson should detach the rec- 
ord form at the back of the wal- 
let, hand it to the customer, and 
ask him to fill in the serial num- 
bers of the cheques immediately. 


3 “My wallet’s been stolen! 
e With $300 in travelers 
cheques! I’d better call the near- 
est American Express Office, as 
the bank teller said to do...” 
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@ carried apart from the wal- 
let. It’s important that the cus- 
tomer enter the date on which 
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form.Then if anything happens... 
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@ hada separate record of the 

cheques. It helps us in speeding 
up the refund to you.” 
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not result in a general deposit. The 
device was no more than the means of 
initiating the deposit. Delivery by 
this method was a tender to the bank 
for that purpose, but was a bank 
deposit only in the making. Some 
unequivocal act by the bank thereafter 
was necessary to make it a general 
deposit and to create the status of 
debtor and creditor. This relation 
cannot result without the consent of 
both parties to the transaction. 
“According to the routine practice 
of the bank, each morning a teller 
opened each of the canvas bags (re- 
ceived in the night depository) and 
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checked the contents against the de- 
posit slip. He then entered proper 
credit in the depositor’s pass book and 
sent the deposit slip to another depart- 
ment of the bank for credit on the 
books to the account of the depositor. 
Nothing further was required of the 
depositor after placing the deposit in 
the night depository, to accomplish 
this result. Meanwhile, he had no 
control over his money nor informa- 
tion as to how it was handled or by 
whom. 

“In this case, in the interval between 
the receipt of the money and its loss, 
the relationship between the bank and 
























The manufacture and distribution 
of boots and shoes is one of the 
=| great industries of the United 
States, and St. Louis has long 
been a leader in this field... 
ranking first in shoe manufac- 
turing, first as a wholesaling 
center and the home of the larg- 
est shoe company in the world. 
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As have others, this industry has 
recognized and been aided by the 
strategic, central location of St. 





wile ST. LOUIS 


St. Lows ...and the Shoe Industry 








Louis...close to raw materials and 
with unexcelled facilities for eco- 
nomical, nation-wide distribution. 
Mercantile-Commerce is proud 
of its long association with the 
shoe industry...one of the many 
examples of the way this bank 
has been able to cooperate con- 
structively towards the growth 
of business in the widely diver- 
sified industrial area of St. Louis 
and the Southwest. 
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the depositor was one of bailment. 
The night depository service is pro- 
vided not as a gratuity to depositors 
merely but in the interest of the bank 
as well, to retain present deposit 
accounts and to invite new ones. The 
daily balances of those who use the 
service augment the bank’s general 
fund available for investment, to the 
profit of the bank. This was not a 
gratuitous bailment as the bank con- 
tends, imposing liability only for gross 
neglect, but one for mutual benefit 
raising an issue for the jury whether 
the bank as bailee exercised ordinary 
diligence and care. 

“From the evidence it was a fair 
inference for the jury that the bank 
was negligent, and there is nothing in 
the evidence that placed any duty on 
the depositor to individuate specific 
acts of the bank which invited the loss. 

“The safe at the bottom of the night 
depository chute was closed off by a 
panel door from a booth used by safe 
deposit box customers of the bank. 
The door was kept locked and there 
was a second lock on the safe which 
had to be released before the combina- 
tion dial could be manipulated. The 
keys to these two locks were kept in 
an open drawer in the tellers’ cage from 
which anyone inside the bank might 
take them after banking hours. With 
the keys one could gain access to the 
safe and could open it if he knew the 
combination. 

“Under the practice of the bank, 
two designated tellers on each occasion 
went to the safe and together removed 
the night deposits and carried them to 
the tellers’ cage. The procedure con- 
templated ‘double custody’ of the night 
deposits. On the morning in question, 
however, one teller went alone. He 
released both locks and opened the 
safe by means of the combination. 
He found between twenty and twenty- 
five separate deposit bags in the safe 
and took them all to the tellers’ 
cage. 

“To carry all of them at one time 
would require some care and skill. 
Plaintiff’s deposit might have dropped 
from his arms during the process 
without his knowledge, either in the 
booth or elsewhere in the bank where 
it could have been picked up and 
appropriated by anyone having access 
to the place. Other circumstances tend 
to indicate lack of ordinary diligence 
and care on the part of the bank.” 

Judgment against the bank for the 
full amount of the deposit was affirmed. 
(Bernstein vs. Bank, 41 Atlantic 
Reporter, Second Series, 440.) 
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Defense to Note Waived by 
Extension 


The holder of certain notes sued the 
maker in the New Hampshire courts. 
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usT looking at the outside, as Defoe’s little feath- 
J ered home-builders are, can’t possibly convey 
any idea of the comforts and advantages which 
are being perfected for your postwar home! 


@ @ Many new features that will save hours of 
tiresome housework are among the advancements 
in functional design, planned by Defoe’s Housing 
Division for homes of tomorrow, large and small. 
These scientifically planned Defoe home-units 


HOUSING DIVISION — DEFOE 





BACK THE ATTACK 
—-BUY WAR BONDS 






‘will offer not only beauty and individuality of 


design but also the financial advantages made 


possible by modern mass production methods. 


@ @ And remember that today, while you're 
investing in War Bonds to do your part in defeat- 
ing the Axis . . . you're also steadily building 
up a nest-egg that will help finance your future 


home, when you're ready to build! 
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(€€H) Telegraph, telephone, 


teletype and fast mail pour a steady 
stream of current legal information 
into the editorial offices of Com- 
merce Clearing House. Full texts of 
legislation proposed or enacted, de- 
cisions of the administrative author- 
ities and of the courts, opinions of 
attorney generals, rulings and regu- 
lations, reports of important bills on 
their way toward becoming law— 
all go to swell the stream into a 


veritable flood. 


Expedition combines with care as 
the raw materials are separated from 
each other, assayed and routed to 
their proper destinations: the edi- 
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torial departments having jurisdic- 
tion over them. Here they are 
analyzed—literally taken to pieces 
and evaluated. Combined in new 
patterns, they reappear as data for 
new Reports pages, as CCH “dis- 
patches,” as special bulletins—in a 
word, as answers to hosts of questions 
that will soon be propounded by 
hosts of persons as yet unaware of 
new developments affecting them. 


Proofread by meticulous eyes, 
the “copy” is rushed to the 
presses. Quickly the rolling rhythm 
of the pressroom picks up the beat, 
while bindery and compiling rooms 
swing into action and the runs 
approach completion. 










‘¢ finger senishett the cycle 
ich: ital news of the,day is 

efficient’ working 
plac ift the hand ‘of sub- 
scribers all over the country. Com- 
merce Clearing House Topical: Law 
Reports, by consistently meeting the 
specific needs of business and pro- 
fessional workers everywhere, have 
established among them a recognized 
symbol. For them the initials, CCH 
mean Bc and baie will. 









etails « of reporting in 


iS 


Write for de 
your field. 











wUBLISEERS oF TOPICAL LAW. “REPORTS 


EMPIRE STATE BLOG., NEW YORK 1 


214 N. MICHIGAN AVE., CHICAGO 1 


* MUNSEY BLDG., WASHINGTON 4 








LAW REPORTS 

















THE BURROUGHS CLEARING HOUSE—June, 1945 


Judgment was entered in favor of the 
maker, who pleaded lack of considera- 
tion. He contended that the holder 
was indebted to him for an amount 
exceeding the amount of the notes. 

The holder appealed from this 
judgment, pointing out that after he 
was fully aware of the facts which 
relieved him of liability on the notes, 
the maker wrote as follows to the 
holder: 

“If satisfactory to you, the two notes 
that are past due are to be paid as 
follows: one is to be paid on or before 
January 15, and the other shortly 
after, perhaps thirty days later, but 
this one I would rather give you the 
date when paying the other.” 

The holder replied in writing, con- 
firming and agreeing to this request 
for an extension of the past due notes. 

The holder contended that this 
extension agreement, entered into by 
the maker with full knowledge of his 
defense to the notes, had the legal 
effect of waiving the defense. 

“It is the contention of the plaintiff,” 
said the Supreme Court of New Hamp- 
shire, “‘that the defendant maker’s 
agreement as evidenced by the corre- 
spondence, constituted a waiver of his 
defense to the notes. 

- “The rule is that if one, with full 
knowledge of facts constituting a 
defense to his note, secures an exten- 
sion thereof on the faith of his promise 
to pay on a new maturing date, he 
ratifies the instrument and so waives 
his defense. The Negotiable Instru- 
ments Law does not appear to cover 
this situation but the defendant does 
not question the soundness of this rule. 

““A subsequent promise, with full 
knowledge of all the facts, is certainly 
equivalent to an original promise made 
under similar circumstances, and no 
one, acting with full knowledge, can 
justly say that he has been deceived 
by false representations. We believe 
this to be a correct statement of the 
law.” 

The court overruled the lower court’s 
judgment in favor of the maker and 
entered judgment in favor of the 
holder for the full amount of the notes. 
(Jacob Trinley Co. vs. Golter, 41 
Atlantic Reporter, Second Series, 243.) 
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Memorandum on Check 


W. C. Bost, as maker, drew and 
delivered to the payee a check for $395 
payable to the order of George C. 
Adams, attorney. Adams endorsed 
and delivered the check to Irving 
Block, who cashed it at its full face 
value. The check was duly presented 
for payment and dishonored. Block 
then sued Bost, the drawer, in the 
Oklahoma courts. 

Bost’s defense was that he had 
issued the check for a specific purpose 


noted on the check in these words: 
“To be used as bond premium expense 
in closing Raymond Jackson case.” 
This memorandum on the check, Bost 
contended, placed Block on _ notice 
that the check was not being used for 
the purpose for which it was issued. 
The plaintiff, Block, admitted that 
when the check was presented to and 
cashed by him, it contained this nota- 
tion: ‘To be used as expense closing 
Raymond Jackson case.” The words, 
“bond premium,” he said, did not 
appear. 

“A note or bill otherwise negotia- 
ble,” declared the Supreme Court of 


43 


Oklahoma, “is not rendered non- 
negotiable by the insertion therein of 
a reference to the transaction out of 
which it arose or the recital of the 
consideration for which it is given. 

‘The memorandum in the check did 
not impose on the plaintiff any duty 
of inquiry or investigation. Memo- 
randa on checks describing the funds 
and the source from which they come, 
or the payment intended by the check, 
do not act as a notification to a bank, 
or other person discounting them, of 
any facts which it is bound to investi- 
gate.” 

Discussing the alleged alteration of 
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s A dealer and specialist in United States Govern- 

| ment securities, this long established Chicago 
bank provides prompt and complete service for cor- 
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sale. At your disposal here is a great fund of current 
statistical information usually sought by those who 
are considering such issues. Your inquiries are cor- 
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"United States Government Obligations”’ 
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“PIEDMONT BELT 


— for Industry... 
INVESTIGATE IT: 


NortH CAROLINA'S diversified industry produces manufactured 


products in great volume. 


Principal industries include : 


CIGARETTE MANUFACTURING 

COTTON FABRICS 

COTTON YARN AND THREAD 

HOSIERY 

DYEING AND FINISHING YARNS 
AND THREADS 

FURNITURE 

RAYON FABRICS 

CLOTHING 


LUMBER, TIMBER AND PLANING 
MILL PRODUCTS 
FERTILIZERS 


BEVERAGES 
* 


FLOUR AND GRAIN PRODUCTS 


TANNED, FINISHED AND CURRIED 
LEATHER 


COTTONSEED OIL, CAKE AND MEAL 


The Piedmont industrial area offers many strategic advantages for industry in expansion 


of established interests and the development of new enterprises. 


This friendly and 


progressive region is endowed with an ideal climate, abundant and low-cost electric 
power, skilled and unskilled labor that is reliable, and reasonable taxes. 


This bank will gladly answer business men’s inquiries. 


American 


CHARLOTTE, 





Trust Company 


NORTH CAROLINA 


Largest Unit Bank in the Garotinas 


MEMBER ¢ FEDERAL RESERVE SYSTEM ® FEDERAL DEPOSIT INSURANCE CORPORATION 

















TEN LITTLE GUSTAFSONS 


er all in a row! There are Alma, 
Bert and Caroline, Greta, Howard, 
James and John, and finally Kenneth, 
Thorwald and William. The reason 
they are all in a row is because they 
are neatly arranged in a bank file as 
they all have checking accounts in 
the same bank. 


The ordinarily pleasant and composed 
young lady who is attempting to file 
checks appears to be a little confused. 
She seems to be having trouble read- 
ing the various Gustafsons’ signatures 
despite the fact that their checks are 
all nicely arranged in alphabetical 
order. Or maybe it isn’t the Gustafsons 
who have her confused. Perhaps she 
is worried about the twenty-two Jones 
boys in the next file, some of whom 
wield a wicked pen. 


This young lady will get the job done 
right .. . there isn’t any doubt about 
that... but it’s a little hard on her 
because she has to READ signatures 
whereas a more experienced person 
might KNOW them. How much 
easier it would be for her if all those 



























checks carried the printed names of 
the depositors! 


The wide acceptance of Personalized 
Checks has been so amazing that it 
isn’t too far-fetched to think that the 
day might come when all depositors 
will use them. Maybe the cost could 
be tied right in with service charge 
schedules. In the meantime beaks 
from coast to coast have sold, and are 
selling, hundreds of thousands of their 
customers on the idea of using im- 
printed checks, and public acceptance 
continues to accelerate. 


To those banks who wish to give 
added impetus to their sales campaigns 
on Personalized Checks ... we want 
them to know that we are eager to 
help if we can make any further con- 
tribution. To those banks, large or 
small, who either have not sien sell- 
ing Personalized Checks on a planned 
basis or who may be interested in a 
better quality package . . . we invite 
them to consider the DeLuxe plan 
and examine the DeLuxe package. 





Manutacturing Plants at: 


NEW YORK, CLEVELAND, CHICAG®. 

















KANSAS CITY, ST. PAUI 





the memorandum by the omission of 
the words, ‘“‘bond premium,” the court 
continued: 

“The only alteration contended for 
by the defendant is the elimination of 
the words, ‘bond premium.’ There is 
no allegation that plaintiff took part 
in the alteration or had any knowledge 
of facts or circumstances which put 
him on notice. When an instrument 
has been materially altered and is in 
the hands of a holder in due course, 
not a party to the alteration, he may 
enforce payment thereof according to 
its original tenor. 

“Even if the alleged alteration was 
material, which we do not hold, under 
the statute (Uniform Negotiable In- 
struments Law), the plaintiff could 
still recover on the check. Judgment 
for plaintiff.” (Bost vs. Block, 156 
Pacific Reporter, Second Series, 610.) 
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SOIL FRONT 


(CONTINUED FROM PAGE 15) 


to believe that, if soil losses during the 
war were given a dollar value, farmers 
would be at present more in the red 
than in the black. If these losses are 
to be given recognition and proper 
remedial measures taken, many farm- 
ers will need to borrow. 

It should be emphasized that the 
application of lime is not the only 
practice necessary to initiate adequate 
soil conservation. Many others, such 
as contouring, strip farming, terracing, 
construction of farm ponds, and refor- 
estation are vitally necessary, and they, 
too, may involve a credit function. 
The need for lime is discussed at the 
meetings sponsored by the Federal 
Reserve Bank of Cleveland primarily 
because it represents one of the best 
ways by which a country banker may 
get into the program readily. Once he 
has grounded himself in the need for 
lime in all of its ramifications, he will 
be in an excellent position to under- 
stand other soil conservation measures 
and to provide credit for them. 

From a business point of view, the 
lending program involved in the resto- 
ration of soil productivity is attractive 
to country bankers only in so far as it 
is financially sound. If it is purely a 
matter of philanthropy and altruism, 
the country banker cannot use his 
position as custodian of other people’s 
money to foster the movement. Fortu- 
nately, the weight of cold facts and 
figures proves conclusively that soil 
conservation is not only a matter of 


-building a*permanent agriculture for 


future generations, but pays in dollars 
and cents in a period short enough to 
make it financially attractive to an 
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operating farmer. These facts constitute 
the second portion of the meeting 
programs sponsored by the Federal 
Reserve Bank of Cleveland, and they 
are brought to the assembled groups 
by a representative of the Department 
of Rural Economics of Ohio State 
University. Based on the findings of 
detailed records from more than 300 
Ohio farms, the Department of Rural 
Economics has concluded that “‘it 
pays to farm well.” In other words, 
there is a definite relationship between 
soil maintenance and farm income. 
Through its detailed analysis of 
farms in every section of the State, the 
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Department of Rural Economics has 
shown that farms which are maintain- 
ing or increasing their soil productivity 
have greater net incomes per acre than 
farms which are depleting their soils. 
For example, in northeastern Ohio, it 
has been shown that farms maintain- 
ing the productivity of their soils 
averaged $18.32 in family labor income 
per rotated acre, whereas soil-depleting 
farms in the same area averaged only 
$6.48 in family labor income per 
rotated acre. The evidence provided 
at the meeting is conclusive —it pays 
to farm well. 

To summarize the contribution of 
















L1S-MOLINE 


MACHINER 


As Basic o 
As America 


Since the first hardy American colonists cut a clearing in the wilderness and 
planted their first crops, farming has been the foundation for all our progress. 


We’ve come a long way since those days . 


. . The advent of power farm ma- 


chinery has made farming as modern as the airplane . . . Where oxen once pulled 
hand-hewn plows in rough clearings, todays’ powerful tractors draw modern 
farm implements over smooth rolling acres that stretch as far as the eye can 
see from coast to coast. Power machines have stepped up the tempo of American 
agriculture to maintain its position as a leading industry of the nation. 

Machines built by Minneapolis-Moline have contributed much to this parade 
of progress. MM machinery has enabled farmers to till their land and harvest 
their crops speedily and economically. During this wartime crisis MM machines 
have helped farmers produce an unprecedented quantity of foodstuffs. Although 
farmers have been unable to get all the MM machines needed, as victory draws 
nearer rnore and more modern machines will be available. Bankers of America, 
working with the Farm Machinery Dealers, can help farmers obtain the farm 
machinery that will help keep agriculture the number one industry of the nation 
that is “‘tops” industrially, too. KEEP BUYING BONDS! 
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the representatives of the Departments 
of Agronomy and Rural Economics at 
the meetings, it might be said that 
“there is a job to be done and it pays 
to do it.” This sets the stage for 
country bank activity in providing the 
funds necessary to carry out the 
required soil conservation measures. 

To facilitate the extension of such 
funds, the Federal Reserve Bank of 
Cleveland has prepared a_ special 
promissory note evidencing a loan for 
agricultural liming materials. This 
note is being made available to all 
banks in the Fourth Federal Reserve 
District for their use in credit exten- 
sion. Attached to the note are pay- 
ment schedules recommended by the 
Departments of Agronomy at Ohio 
State University, University of Ken- 
tucky, Pennsylvania State College and 
West Virginia University. 

The note form also takes into con- 
sideration the fact that one of the 
greatest stumbling blocks to adequate 
soil conservation is the existence of 
rented farms. Through the use of 
endorsements on the back of the note, 
it is possible for renters to set up a 
financial program to lime their soil, 
despite the fact that their tenure may 
be ended at any time. One of the two 
endorsements provides that the tenant 
shall make the payments on the note 
which the owner has signed, and the 
other endorsement provides for the 
owner to make payments on the note 
which the tenant has signed after the 
tenant leaves the farm. 


ALSo distributed at the meetings by 

the Federal Reserve Bank of Cleve- 
land is a leaflet entitled ‘‘Liming Soils, 
With Major Emphasis on Rented 
Farms.” This leaflet, which was writ- 
ten by Professors J. I. Falconer and 
Earl Jones of Ohio State University, 
discusses various ways whereby land- 
lords and tenants may divide the cost 
of liming, in addition to making some 
general statements on the great need 
for lime in Ohio. 

The leaflet is made available by the 
Federal Reserve Bank of Cleveland to 
all banks in its district for mass 
distribution in their lobbies by the 
‘“‘take-one” method. To date, about 
20,000 copies of the leaflet have been 
distributed. 

In general, the immediate stimulus 
for the meetings sponsored by the 
Federal Reserve Bank of Cleveland is 
the recognition that American agricul- 
ture must readjust itself and make 
plans to put back into the soil the 
elements withdrawn. If we continue 
to extract the fertility from the soil 
faster than we replace it, and if we do 
not practice sound soil conservation, 
the time is in the foreseeable future 
when our farm plant will no longer be 
able to supply our peacetime needs, to 
say nothing of a wartime emergency. 
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BANKING RATE GUIDE 


(CONTINUED FROM PAGE 20) 


special arrangements, and misunder- 
standings or errors occur which create 
problems with customers. To elimi- 
nate these errors, extra sheets are pro- 
vided in the Rate Guide under the 
heading of “Special Arrangements.” 
These are filled out in each office, giv- 
ing name of customer, details of the 
service and the rates. Thus excep- 
tions to the ordinary manner of han- 
dling are on record so that other mem- 
bers of the staff or the desk can refer 
to them. The officer in charge also 
has an opportunity to review the rea- 
sons for making these special arrange- 
ments, and in time may be able to 
eliminate some of them. 

Formerly in the head office about 
40 per cent of the daily telephone calls 
to the mailing department were in- 
quiries about postal rates. To elimi- 
nate these calls a section of the book 
covers postal rates, surcharges on 
registered mail and insurance rates. 

This reference guide is particularly 
helpful during the current manpower 
shortage. It is a decided advantage to 
the manager, assistant manager or 
department head who is called upon 
to instruct new people, or must func- 


tion in so many phases of bank oper- 
ations. The book makes it easier for 
people moved from one department 
to another to apply the correct service 
charges. It is much more convenient 
for the newcomer to look up the infor- 
mation in the Guide than to ask some 
busy officer or senior staff member. 

A copy of the Rate Guide is assigned 
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Photo-copy Equi 


A-PE-CO 








Photo -Copyer 


°55 


Copies up to 
18° x 22° “A Business Necessity” 
Say Executives 

159 tested uses... accuracy ... operating ease 

++.» Saves time... speeds work—these are only 

. few of the ree ea —~ A-PE-CO is 
mericas most widely use oto co system. 

And A-PE-CO is lowest in olen, wai 

Photo Copies Made Instantly of: 


LETTERS NGS FINANCIAL RECORDS 
BLUEPRINTS CONFIDENTIAL PAPERS CONTRACTS 


-.. anything written, printed, drawn, typed, or 
photographed, even if on both sides. Easy to read, 
permanent, legally accepted. 


Send for This Useful Folder 
In your own office or shop, any inexperienced 
employee can make A-PE-CO photo copies. No 
technical training. No darkroom. Needed now 
for reconversion, new planning, sales development. 
A-PE-CO folder tells you how you can use this 
modern method in your office. Send for it—today. 


AMERICAN PHOTOCOPY EQUIPMENT CO. 
2849 N. Clark St., Dept. JS-65 Chicago 14, lll, 
Representatives in principal cities and Canada 
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Is your bank ready? 





With a mighty surge, dollars will go on the march again as soon as 
new cars are available. Be prepared for the tremendous postwar 
auto financing business! 6,000 agents for State Farm Mutual (the 
world’s largest automobile insurance company, with more than 
1,000,000 policyholders) are advising preferred-risk State Farm 
policyholders to turn to you bankers. Read how you can share in 
this great profit opportunity! 


STATE FARM 
INSURANCE COMPANIES 


Bloomington, Illinois 


poo—-— CLIP AND MAIL TODAY!——————- 
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{ State Farm Insurance Companies i 

Bloomington, Illinois j 

f Gentlemen: { 
| Please send us new free booklet which tells how the State Farm 

" Bank Plan will help us get our share of America’s billion dollar | 
postwar car financing business—including the results of your recent 

] survey on policyholders’ postwar buying plans. eces | 
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! eeoececeeeesees ee eee eeeeseseseeseeseseeseseeeeeereeeaeseeeeeeeeeeee i 

ee Perr or Terr rrr TTT Tec rer aT Tey Vee Pee ek { 

- POPRTEP ELECT Cree ere pT PEST EEEE RE State....... ‘ 


ea@oaeeaewewwemneaww aw ewe aad 





a 


Se 


a eS TS 
- 





48 


to every oificer, manager, and depart- 
ment head; also to division heads of 
large departments. Most officers keep 
the Guide on their desks for quick 
reference. 

This standardized reference book 
has had the effect of doing away with 
variations in service charges. For- 
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merly, as employees went from one 
office to another they sometimes had 
to learn a new manner of applying the 
charges. There was also the possibility 
that when a customer happened to 
go from one community to another, he 
might find a different charge than he 
had been accustomed to pay for a 








Corporation 








CHEMICALS 


The Niagara Frontier is the center of one 
of the largest electro-chemical and electro- 


metallurgical areas in the world. 


The Marine Trust Company has aided in 
the development of these industries since 


their location in the Buffalo area. 


Member of Federal Deposit Insurance 





MARINE TRUST COMPANY 


Buffalo’s Oldest and Largest Commercial Bank 
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Prospectus on request from Principal Underwriter 


INVESTORS SYNDICATE 


MINNEAPOLIS, MINNESOTA 


REPRESENTATIVES IN THE PRINCIPAL CITIES OF THE UNITED STATES 














particular service. 

The installation of the Rate Guide 
has made it possible for every office of 
the bank to charge the same rate for 
the same type of service. When cus- 
tomers see the printed pages in the 
book they know they are being asked 
. pay the same rates as everybody 
else. 

' The Rate Guide has been in use 
about eight months. It has brought 
about a better understanding of serv- 
ices charges on the part of the staff, 
and given them the correct interpreta- 
tion of the bank’s policies covering 
them. It has reduced errors and prob- 
lems with customers arising from mis- 
understandings about service charges. 
In some departments and _ branch 
offices it has also resulted in increased 
income. 

2 o - 


BANK 
RELATIONSHIP 


(CONTINUED FROM PAGE 17) 


tion in which we also requested that 
they review the status of our account 
and to notify us if the return was not 
commensurate with the service in- 
volved. A sample copy of the letter is 
shown on page 17. 

The replies to our letter in some 
instances lead to an increase in our 
bank balances. However, in every 
case the letters of reply expressed an 
appreciation of our policy and, usu- 
ally, there was a counter-offer of serv- 
ice and good will. Thus one bank 
officer wrote: 

“Many thanks for your letter of 
February 6th, which is most unusual, 
also most welcome and appreciated. 
I have been with this bank for thirty- 
three years and a letter such as yours, 
requesting that we review your ac- 
count and increase the charge if neces- 
sary to meet the service rendered, is a 
rarity indeed and we did so enjoy 
your attitude.” 

Another replied: “It is with genuine 
pleasure that we acknowledge receipt 
of your letter in which you express so 
much consideration of our local serv- 
ices and such open desire to co-operate 
with us. Such a spirit is rarely ex- 
pressed by bank customers and your 
letter, therefore, is as refreshing as all 
the other superior products of your 


| company.” 


I know that our organization is 
better off in the local markets and also 
nationally because of the policy of 
mutual benefit in our bank relation- 
ships. I further believe that this policy 
should be given greater expression by 
personal contact between the officers 
of local banks and the local representa- 
tives of national companies. 


FORM 4070 























WHAT SHOULD BANKERS REMEMBER... 


about Obsolescence ? 


Primarily, that new quarters must last a 
long, long time ... must, therefore, provide 
ample facilities for future growth and in- 
creased traffic, lest they become obsolete in 
too short a time. To eliminate the threat of 
obsolescence, many leading banks are en- 
gaging us for the construction of their new 


quarters. Having completed over 1,000 con- 


tracts in our thirty-some-odd years of ex- 
perience has given us a keen insight to the 
changing requirements of banks... enables 
us to anticipate your needs for tomorrow 
as well as today. All phases of designing, 
building and equipping are executed with 
an eye toward lasting efficiency, for years 


and years to come. 
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Equipment Corp oration 


OF AMERICA 


NINTH AND SIDNEY STREETS + ST. LOUIS 4 MO. U. 


Sketch Showing Post War Quarters, 
The Manufacturers Bank & Trust Company 
St. Louis, Missouri 




































- « e The Best Machines 


Deserve the Best Service 


It is only natural that users who selected Burroughs 
machines for fine construction and fine performance 
look to Burroughs for the finest mechanical service. 





Years ago, in recognition of the fact that no machine — 
however superior in design and construction—can be 
any better than the mechanical service provided for it, 
Burroughs formulated a realistic service policy: The best 
machines deserve the best service. 


The result is today’s highly-trained, experienced service 
organization, whose intimate knowledge of Burroughs 
construction, adjustment and operation is helping more 

users than ever before to keep their Burroughs machines 

at peak operating efficiency. 

Burroughs service is available to the user under either Aa, y 

of two plans: (1) a Burroughs Service Agreement at a fa! 4 
predetermined, moderate annual cost; or (2) service a 7 4 
when requested, at a moderate charge for each service urrouw & 
as rendered. All work is guaranteed by Burroughs. 

In these times—when good service is so very important IN MACHINES 


and generally most difficult to get— Burroughs mechanical IN COUNSEL 
service is unequaled for efficiency and dependability. IN SERVICE 


BURROUGHS ADDING MACHINE CO. + DETROIT 32 


FIGURING, ACCOUNTING AND STATISTICAL MACHINES * NATIONWIDE MAINTENANCE SERVICE + BUSINESS MACHINE SUPPLIES 














